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The Poultry Feeds for 


100L8s. 100 LBS. 
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WORKING TOGETHER 


Congratulations to the CENTRAL RETAILFEED ASSOCIATION 
on another successful year and best wishes for the best convention 
ever at Milwaukee, June 4-5! 


There is a place and vital need for such an organization of retail 
feed dealers. We have always encouraged and supported it. 


The territory covered by this association is the same as that served 
by the Northern Milling Co. Its members are our customers. 


Our business policy is a friendly policy. We are large enough to 
meet all your requirements—yet small enough to know our cus- 
tomers by name and take a personal interest in every transaction— 
large or small. 


The relationship which Northern Milling Co. endeavors to establish 
with its dealer customers is that of a PARTNERSHIP for mutual 


profit and success in the feed business. 


It means more than a list of orders or merely a large amount of 
total sales. It stands for a service of close co-operation with every 
dealer extending over a period of months or years. 


NORTHERN DEALERS ARE UNIFORMLY SUCCESSFUL DEALERS 


Poultry Profits 


@ 


FAT 4% FIBRE 8% 8% 


S NORTHERN MILLING 
PNORTHERN MiLING WAUSAU, WIS. 


1TH ORIG 
FAT4h% FIBRE WAUSAU, WIS “Results Determine Value 


NORTHERN MILLING C2 


BUTTERMES 


eee The Wisconsin Line of Poultry Feeds C_wsvsu.we. 


100 LBS. 7 
SCONSIN| (75 | Make 
a | 
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Use Strong-Scott Complete 
Feed Mixing Equipment 


From our complete line of feed 
plant equipment you can select 
proved, dependable machines of 
the latest, most profitable types. 


“FUREKA” 


3 in 1 Feed Mixing Machine 


Loads, mixes and sacks. Complete in 
one unit. A one-man machine. Blends 
and mixes all kinds of dry feeds. Cleans 
itself automatically after each batch is 
finished. Shipped ready to operate. 


Write us for details on this and other 
feed mixing equipment for both dry 
and wet feeds. 


SUPERIOR D. P. CUPS os 
Strong-Scott Increase Elevator 
BAG HOLDER 
ithout changing anything but the 
Holds without tearing. The 


cups you can increase your elevator 
more the weight, the tighter the 
capacity 20%. Superior D. P. Cups 


inserting sack. Holder bolts to ‘can be placed closer on the belt. They 
front of spout. Four corner discharge perfectly. Use these better 
irons furnished. cups. We carry complete stocks. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 
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BELIEVE IT OR NOT 


Every minute of the day half a ton of 
Buffalo Corn Gluten Feed is fed to 
dairy cows and poultry. 


The feeding of Buffalo—from its 
original bags or as an ingredient of 

. mixed rations—has been going on for 
35 years. 


Doesn’t this look to you like the record 
of a quality product? 


If you sell ready-mixed ‘rations—sell 
those that contain Buffalo Corn 
Gluten Feed. 


If you sell separate feeds for home 
mixing—Buffalo is a most important 
feed to carry. 


Buffalo is made now asalways, fromthe 
gluten and bran of corn. A minimum 
of starch gets by our separation process. 


While you’ve been reading this adver- 
tisement another 1,000 lbs. of Buffalo 
has gone into the production of milk 
and eggs. 


Guaranteed Often 
Protein analyzes 
25—29% 
Corn Products Refining Co. 
New York Chicago 


BUFFALO CORN GLUTEN FEED 
PROVIDES PROTEIN AND BULK 
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FOND DU LAC 


NO-MILK 


Trade Mark Registered U. S. Patent Office 


Help your feeders make big- 
ger profits by selling them No- 
Milk Calf Food, manufactured 
since 1885—45 years—and 
still the Leader. 


We have over 600 dealers in 
Wisconsin selling our product 
and some of them for over 42 
years. Their repeat orders 
each year is the best recom- 
mendation that we know of 


for No-Milk Calf Food. 


MEET US AT 
| MILWAUKEE 

CONVENTION 


“Every Dealer Welcome”’ 


National Food Co. 


D. R. Mihills, Mer. 
WISCONSIN 
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This Will “Straighten You Out™ _ 


A FEW millers, who would otherwise use FOS-FOR-US, do not do so— 
because they have the impression that FOS-FOR-US—the mineral for feed— 
is the same as rock phosphate—the fertilizer. 

But Fos-FOR-US is not rock phosphate. Read the “Miller's Brief.” It gives 
you an unbiased, chemical analysis of FOS-FOR-US. 

Compare the solubility of FOS-FOR-US as against rock phosphate: you 
will find FOs-FOR-US 161% as soluble as rock phosphate! That is an 
index of digestibility. 

Compare the fluorine content of FOS-FOR-US contrasted with that of 
rock phosphate. A typical analysis of FOS-FOR-US shows 6/10 of 1% of 
fluorine. (Less than 3/4 of 1% is guaranteed, always.) Average analyses 
of many samples of rock phosphate show 3.61% of fluorine. 

Many millers are now mixing FOS-FOR-US with all their feeds and 
mashes; they are finding it beneficial to all animals. Moreover, those 
millers are saving approximately ten per cent on mixing costs. 

Write for the “Miller's Brief.” It contains valuable information. 


AVIER HOGS: *-MORE MILK 


[NTERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS OF GRADE FERTILIZERS 


61 BROADWAY, DEPT. 18 NEW YORK CITY 
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ATTEND THE TRADE CONVENTIONS 
THIS MONTH 


First: — Because if you go to them with an open mind 
and a wish to get some good out of them for 
your business—you will. 


Second:—Because thru the general discussions that 
occur, conditions among the retailers are be- 
ing steadily improved each year. 


Third: — Because friendly relations with your nearby 
competitors will help you all thru the year. 


WE WILL BE REPRESENTED AT EACH CONVENTION 
NOT TO TRY AND DO BUSINESS WITH YOU THERE — 
— BUT TO BE FRIENDS. 


ARCADY FARMS MILLING CO. 


223 W. JACKSON BLVD. CHICAGO, ILL. 
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Scofield Goes Out After Business 
Builds Big Sales Volume 


Iowa Dealer Develops Successful Selling and Truck Delivery System 
Mixes Own Brand of Feeds; Follows Plan of Consistent Advertising 


HE opportunity is great for feed 
| dealers who will go out after 
farm trade. Roy A. Scofield, 
Council Bluffs, Ia., has successfully em- 
ployed this plan. In a very few years 
Mr..Scofield has increased his feed busi- 
ness ten-fold. His store once catered 
mainly to town trade, reserving a seed 
business for the country. Now the farm- 
ers are by far the greatest customers for 
feeds that are shipped by motor truck 
to them in all parts of Pottawatamie 
county, of which Council Bluffs is the 
capital, and to bordering counties as 
well. 

While A. P. Scofield, founder of the 
business and father of the present op- 
erator, was alive and in charge, the son 
was developing one of his own ideas. 
In a rear room of a cream buying sta- 
tion he ground and mixed feeds to con- 
form to formulas that had been recom- 
mended to farmers for hog feeding by 
the Iowa experiment station. Mr. Sco- 
field began to dignify the feed business 
by putting feeds up in sacks to suit the 
demand, to label them with appropriate 
names, and to advertise them as the very 
same kinds that the experiment stations 
had advised. Everything was an open 
secret. He told the farmers that these 
feeds could be ground and mixed in 
mass production and better and cheaper 
than they could make them on their own 
farms and since there was a margin of 
profit left for the feed man, the benefit 
was mutual. 

Since his early ventures Scofield has 
forsaken the old location he inherited 
from his father. More room and better 
accessibility for the trucks that make 
the deliveries of the feeds to the farms 
was necessary. He now has a place 
fronting two streets, where the pleasure 
cars do not contest for parking space. 

The Scofield feed business, however, 
needed more than the prestige of the 


experiment station formulas to give it a 
good, healthy growth, Mr. Scofield ex- 
plains, and this he understood from the 
start. “It has cost me a great deal: for 
advertising,” he said, “but the advertis- 
ing has paid well because I never let it 
lag. Advertising must be cumulative 
to get results. An advertisement in- 
serted only once in a while in the local 
paper gets one nowhere in particular.” 

In the territory served by Mr. Sco- 
field there is a farm bureau paper that 
reaches all members of that organiza- 
tion. He buys space in this organ every 
week and he also uses the only daily 
paper in his county. He also makes it a 
rule to send out letters occasionally to 
all rural mail routes, telling in detail the 
story of the mixed feeds for dairy cows, 
pigs and poultry. He finds that such an 
intensive plan of advertising bears fruit. 

The sales force includes members of 
the store and two salesmen who travel 
the country and sell on a commission 
basis. Most of the orders are delivered 
by motor trucks that take the feeds 
for return loads after being emptied of 
live stock hauled into the Omaha stock 
yards across the Missouri river. 

This delivery of feeds to the farmer 
was a severe problem at first, Mr. Sco- 
field admits. Customers were demand- 
ing the deliveries and they did not take 
into account that deliveries entailed ex- 
pense. 

“You can haul it out in the store 
truck,” one might say. “It isn’t far, the 
roads are good, and it won’t take long.” 

Much explaining was necessary to 
make them think otherwise, and while 
the orders adjacent to town might be 
set down at the farm at no added cost 
to the customer, providing his order 
was big enough, still this would be a 
sign of partiality that customers farther 
away might not relish, The problem 
was solved to a certain extent by re- 
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fusals to use the store truck at all for 
deliveries except those within the city 
limits and making all prices on feed f. 
o. b. motor truck at Council Bluffs. 
There are still farmer customers who 
try to get free delivery, but a little tact 
on the part of the salesman usually is 
sufficient to make them see the light. 

When a sale is made either in the 
store or out over the territory the de- 
livery plan is made plain to the cus- 
tomer. If he cannot do his own hauling 
then he must pay the costs of transpor- 
tation to any truckman whom he may 
name to do the job or whom the store 
will call for the purpose. 

There is one truck owner who makes 
a specialty of these deliveries. For his 


benefit the salesman takes careful pains 
to describe customer locations. Then’ 


on a set day deliveries are made in a 
certain direction. Several orders may 
be taken at a single load in which case 
expense for delivery is prorated among 
the customers served, this being based 
upon both weight and mileage in each 
case. The driver collects these fees. No 
difficulty results from the plan. Farm- 
ers who buy the Scofield ground feed 
are fair and reasonable, it is found, and 
they prefer the paid delivery to that of 
making the hauls in their own trucks or 
light cars that would require some of 
their own valuable time. 

The special delivery truck operated 
by its owner and not by the store gets 
many loads of corn or other grain to 
haul on the return trip. Mr. Scofield 
must buy ingredients for his ground 
mixtures and he procures them from his 
customers whenever possible. 

Farmers who pay attention to the ad- 
vice that their agricultural college ex- 
periment station has handed out to them 
are good prospects, Mr. Scofield finds. 
They prefer, after they are once shown 
the reason, to let the feed store man 
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make up the specialist formulas for 
them rather than to go to the trouble 
of grinding and mixing the ingredients 
themselves'and they are not required to 
do any shoveling. Each sack of Scofield 
feed is put up in an attractive bag, la- 
beled with the trade name, and guaran- 
teed in the analysis. 

There is a dignity as well as service in 
the Scofield way of doing business and 
the farmers indicate that they like both. 


J. M. SWEENEY, Minneapolis, for- 
mer district sales manager for the Com- 
mander Milling Co., has resigned his 
position to become sales manager for 
the Cannon Valley Milling Co. Mr. 
Sweeney, before his connection with the 
Commander Milling Co., held posi- 
tion with the Washburn-Crosby Co. for 
11 years. 


F. A. RUENITZ, Springfield Milling 
Co., Inc., Springfield, Minn., made a 
business trip to Chicago recently, and 
on his way home stopped at Madison, 
Wis., to visit with his son who is at- 


tending the University of Wisconsin. 


A. R. TAYLOR, formerly president 
of the Wisconsin Grain Elevators, Inc., 
has been appointed manager of the St. 
Joseph, Mo., offices of the Donahue- 
Stratton Co., Milwaukee. 


| ZBLUE RIBBON 


SWEET 
DAIRY FEED 


BROOKS MILLING CO. 


MINNEAPOLIS, 


| GUARANTEED ANA ALY: 
: PROTEIN FAT FIBRE 
INGREDIENTS 
CORN GLUTEN FEED. WHEAT BRAN. SOY 
BEAN MEAL. OLD PROCESS LINSEED oO”. 
MEAL. PRIME 43°; COTTON SEED MEAL. 
PULVYERIZED AND BOLTED FLAK AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 
BONATE. BONE MEAL, SALT) AND 


MINNEAPOLIS, MINNESOTA | 


BROOKS MILLING CO. 
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Ohio Grain Men Completing 
Golden Jubilee Plans 


HE Ohio Grain Dealers associa- 

tion will be 50 years old when 

its members assemble for the an- 

nual convention which is to be held at 

Breakers hotel, Cedar Point, June 19 

and 20. Committees in charge are rapid- 

ly completing arrangements for a golden 

jubilee and are expecting attendance to 
break all records. 

W. W. Cummings, Toledo, secretary, 
has blanketed Ohio with invitations and 
assures the trade an enjoyable and pro- 
fitable time at the 50th anniversary cel- 
ebration. Special attention is called to 
the free boat ride which will be given 
to all who attend the convention on the 
afternoon of June 19. The trip will be 
chartered along the scenic shores of the 
lake and will include a stop-over at Put- 
In-Bay for a brief visit to Perry’s monu- 
ment. Outing events and entertainment 
will be combined with the boat ride and 
a big dance is planned for the evening. 

“Come, and bring the wife and kid- 
dies,’ the association urges. 

The Breakers hotel, headquarters for 
the convention, is located in beautiful 
surroundings and has access to one of 
the finest bathing beaches on the Great 


dairymen. 
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BLUE RIBBON SWEET DAIRY FEED 
ideal for summer feeding. 


Lakes. Dealers are advised to bring 
their swimming suits to enjoy a few 
dips in the cool waters. 

Business sessions of the convention 
will be brief and snappy. Speakers with 
practical messages for feed and grain 
dealers are scheduled and trade prob- 
lems are to be discussed by the associa- 
tion members. The farm relief ques- 
tion will be given consideration. 

The Ohio Grain Dealers association 
is one of the few business organizations 
which can boast of a record of 50 years 
of existence and uninterrupted service 
to the trade. It is a live organization 
with a large and growing membership. 
Group meetings are sponsored by the 
association to solve local problems. 

Present officers are: Edgar Thier- 
wechter, Oak Harbor, president; O. P. 
Hall, Greenville, vice-president; _Mr. 
Cummings, secretary and treasurer, and 
F. R. Watkins, Cleveland; E. O. Tee- 
gardin, Duvall; L. R. Watts, London; 
and R. H. Brown, Cincinnati, directors. 
All extend a hearty invitation to dealers 
and their wives and friends to join in 
the celebration of the association’s 50th 
anniversary. 


meee Your Market | 
For 
Summer Trade 


Cows giving one pound or more of butter fat 
daily require other feed besides pasture. This 
insures good condition and high production not 
only during summer, but also in fall and winter. 


Survey local conditions and encourage summer | 
feeding. Profits will surprise you and the 


is 
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Eastern Federation 
OQuickens Pace 
As Membership Drive 
Nears Close 


HE membership contest of the 

i Eastern Federation of Feed Mer- 

chants, which is in the form of 
an automobile race to end at the June 
convention, has taken on new life with 
the entry of several new “drivers”. 

H. N. Vredenburg, Syracuse, N. Y., 
representative of Sprout, Waldron & 
Co., still holds the lead and says he in- 
tends to keep it, and E. B. Dunbar, 
James H. Gray Milling Co., Little Val- 
ley, N. Y., is close behind in second 
place. Third place is now tied by sev- 
eral contestants and they are all plan- 
ning to get a clear road before the end 
of May. 

Finds Dealers Interested 

“IT am talking, about this drive every- 
where I go,” said Mr. Vredenburg. 
“The dealers are very much interested 
and several have promised to join be- 
fore the June meeting. I find a few 
who have never been to a convention 
and know nothing about the federation 
or other trade organizations that will be 
won only after they have the value of 
such associations explained to them.” 

On May first each retail member of 
the federation was furnished a list of 
five names and was requested to write 
to them explaining the drive and invit- 
ing them to join. Some of the letters 
proved that feed dealers are alive to 
the value of organization. 

Letters Urge Membership 

“Here 1s a chance to join a real busi- 
ness organization that does something 
for its members,” wrote Frank J. 
Young, Alden, N. Y., to the dealers on 
his list. “The larger our membership 
the more we can do for each other. Co- 


operation is the thing today and unless: 


we cooperate with each other it will 
not be long before we are unable to 
operate separately.” 

Thorpe & Baker, Carbondale, Pa., 
struck a new. note in the letters they 
wrote. 

“Every feed dealer in the East 
should join the federation. You would 
not want to be in the position of taking 
something for nothing. The federation 
is going to help you whether you asso- 
ciate yourself with it or not. We know 
you will want to do your share and 
reap the benefit of your cooperation.” 

“Every dealer must push lest we all 


slip down grade,” was the telling appeal 
made by R. F. Saltsman, Cortland, N. 
Y. Then he added in a postscript to 
the secretary of the federation, “If these 
letters do not bring results we should 
all call personally on the dealers near- 
est us. For real results every retail 
dealer should become a member. If 
they do not respond to our appeals by 
mail let’s organize a campaign army and 
storm their castles.” 

W. A. Salisbury, Dean & Lee, Horse- 
heads, N. Y., wartied the dealers of the 
result of inactivity in other lines of busi- 
ness during the present trends of trade. 
“You may believe that what has hap- 
pened to others cannot happen to you 
in the feed business. Don’t be deceived. 
Investigate. Other trades have waited 
until the ‘horse was out of the barn’ 
before organizing. The time to act is 
now before serious situations have seri- 
ously developed.” 

Progressive Campaign Arranged 

Melvin R. Horton, Peekskill, N. Y., 
wrote a personal letter that should pro- 
duce results. 

“The Eastern Federation of Feed 
Merchants is an organization of retail 
feed merchants whose sole object is to 
advance the best interests of the retail 
trade. We -have been members for a 
number of years and we still feel it is 
an important organization which merits 
the support of every retail feed dealer 
wherever he may be located.” 

On May 15, the names were changed 
and letters were sent to new lists of 
dealers who are not members. Again 
on June 1, the barrage of letters will be 
mailed. 

“If the many appeals by mail have 
failed to loosen the purse. strings and 


convince the dealers of the importance. 


of cooperative effort we shall try to 


-bring them in by a personal drive,” 


Pres. W. S.. Van Derzee says. “On 
June 1 each member will be supplied 
with a list of five names of nearby deal- 
ers. Personal calls will be made on 
them before the convention. In_ this 
way we will have a census of the trade 
and we hope a substantial increase in 
active and interested members.” 

The membership drive will end at 
Alexandria Bay on the final day of the 
convention. At the noon luncheon which 
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You’re Invited 
John A. Reynolds, Albany, N. Y., chair- 
man of the invitation and attendance com- 
mittee for the Eastern Federation of Feed 


Merchants convention, Alexandria Bay, 

. Y., June 27 and 28, wants every eastern 
dealer to feel personally invited to the two- 
day meeting. 


is being sponsored by the Northern 
New York Feed Merchants association 
a reception to new members will be 
held. 

Prizes have been offered by several 
firms with special prizes to manufac- 
turers’ salesmen who enlist the 
new members. 


most 


WILLIAM I. ROE, Watertown, N. 
Y., who organized the Northern New 
York Feed Merchants association two 
years ago and has since served as secre- 
tary, recently underwent a serious oper- 
ation which resulted in the loss of one 
leg. Late news from the Watertown 
hospital indicates that Mr. Roe is speed- 
ily recovering and hopes to resume his 
activities with the firm of A. H. Her- 
rick & Son, Inc., Watertown, N. Y. 
early in June. 


FRED M. McINTYRE, Potsdam, N. 
Y., is in Dallas, Texas, attending the 
Rotary International convention. At the 
conclusion of the Dallas sessions, he 
will go to Mexico City and from there 
for a tour of South America, re- 
turning home about June 17, just in 
time to roll up his sleeves to put the 
finishing touches on the plans for the 
Eastern Federation convention. 


MINNESOTA FEED CO., Minne- 
apolis, has been incorporated with a 
capital stock of $50,000 to deal in feed, 
grain and hay. The incorporators are 
Alexander Sinaiko, Joseph Sinaiko and 
S. H. Maslon. The company is doing a 
jobbing business in millfeed and also 
operates a feed grinding plant. 
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BUY QUAKER FEEDS IN STRI 


Something for the Feed 
Dealer Think About 


VERY sale of Quaker Feed does a good job . . a 

good job for the purchaser . . . a good job for 
the dealer. For Quaker Feeds “do the work.” That 
fact pleases the feeder and brings him back again and 
again to buy more. And that is the fact that pleases 
Quaker Dealers. There are other advantages in selling 
Quaker Feeds—the feeds in striped sacks. If you 
want to be a Quaker Dealer, write today. A postal 
card will bring you full details promptly. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


BUY QUAKER FEEDS IN STRIPED 
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CONVENTION TIME It’s convention time for the feed 
IS HERE ; industry. 

Dealers, manufacturers and 
jobbers all have an opportunity to attend special events 
planned for them by their several trade organizations. 

The Central Retail Feed association heads the conven- 
tion list with its annual meeting at Milwaukee, June 4 and 
5. During June 6, 7 and 8, the American Feed Manufac- 
turers association will convene at French Lick, Ind., being 
joined there by the United States Feed Distributors asso- 
ciation which will hold a special meeting June 7. A big 
celebration in honor of its 50th anniversary will be held by 
the Ohio Grain Dealers association at Cedar Point, June 
19 and 20. Among the beautiful surroundings of the Thou- 
sand Isles, the Eastern Federation of Feed Merchants will 
assemble June 27 and 28. 

Brass bands and blaring trumpets should not be neces- 
sary to call dealers, manufacturers and jobbers out for their 
respective conventions. Each individual should feel it a per- 
sonal responsibility to attend. He owes it to himself and 
his business. The programs arranged by the various or- 
ganizations are in themselves of sufficient practical and rec- 
reational value to more than repay each person for his time 
and the expenses of the trip. 

New ideas can be learned in conversation with other men 
engaged in the trade. The convention will serve as a vaca- 
tion from the office. It will present new angles on business, 
provide a breader outlook on the field of selling and produc- 
ing, and will enable the feed industry to plan cooperative 
constructive work for the future. 

So all aboard for Milwaukee, French Lick, Cedar Point 
and the Thousand Isles! And bring the ladies. 


COOPERATION NEEDED There is a real necessity for 
AMONG DEALERS easy, friendly contacts, such 
as promoted by the various 
trade organizations of the feed industry, among neighboring 
dealers who desire to render a most economical service to 
their feeders. 

New proof of this necessity was revealed while visiting 
a jobber’s office recently. A dealer had telephoned to buy a 
mixed car to include flour, middlings, pure bran, standard 
middlings and three tons of linseed meal. The jobber quoted 
prices and: the dealer evidently objected to them as being 
above current levels. 

“The carlot prices for prompt shipment of feeds such 
as you desire are much lower than the quotations I just 
made you, but an extra charge is necessary for the special 
handling required in order to make mixed car shipments. In 
addition, you want three tons of linseed meal in cars of 
wheat feeds which means that the entire car must come 
from a station where both are manufactured, which elim- 
inates all country mill wheat feed quotations and, of course, 
the linseed meal must be hauled from the crushing plant to 
the flour mill or shipping warehouse. If you can take a car 
without the linseed meal, I can give you the wheat feeds at 
considerably lower prices.” 

He quoted the lower prices which were an average re- 
duction of approximately $1.50 per ton. There were to be 
17 tons of wheat feed in the car, as originally ordered, which 
means that if the dealer bought as he had intended he would 
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be paying a premium of 17 times $1.50 or $25.50 in order to 


get three tons of linseed meal. The linseed meal was quoted 
at $56.00 but its real cost to the dealer, under the circum- 
stances, would have been one-third of $25.50 or $8.50 addi- 
tional per ton, making the actual price of the linseed meal 
$64.50. 

It was the dealer’s belief that lower feed prices were 
due in the near future. Therefore, he did not want to buy 
a full car of linseed meal but at the same time, he did want 
to have enough of the commodity in stock so that he could 
meet all the immediate demands of his customers. Every- 
body will agree that he was right in not wanting to buy 
much feed on a declining market and also in wanting to 
have feed on hand for his customers. 

We don't know whether this particular dealer bought 
the mixed car with or without the linseed meal or how he 
solved his problem. The Feed Bag believes, however, that 
there would have been no problem if the dealer had had an 
easy, friendly contact with neighboring merchants. With 
such a contact, he could perhaps have found at least one 
dealer in the neighborhood with some surplus linseed mea! 
to sell or one or two or three of the other dealers would also 
be out of linseed meal and a straight car could have been 
ordered to be split up in accordance with some pre-arranged 
agreement. 

A dealer who pays $64.50 per ton for linseed meal when 
he can buy it for $56.00, generally speaking, is not serving 
his customers as economically as he should. More coopera- 
tion and less competition among retail dealers is urgently 
needed in the feed industry. 


DEALER- _ The number of dealers who manu- 
MANUFACTURERS facture and sell their own brand of 

feed is rapidly increasing and the 
dealer-manufacturer is becoming an important factor of the 
industry. 

The majority of these dealer-manufacturers also sell 
one or more lines of commercial feeds produced and adver- 
tised by the larger manufacturers who distribute over ex- 
tensive territories. They have installed their own grinding 
and mixing plants for various reasons—to meet competition 
including that of the larger cooperatives, to attract the busi- 
ness of feeders who want their own or experiment station 
rations mixed to order and to serve customers who want to 
utilize home grown grains in a thorough mixture. 

Local mixing plants are to be found in all feed consum- 
ing sections of the country, perhaps more in the East than 
in the Central Northwest. It is interesting, however, to note 
the development in Wisconsin from figures recently sub- 
mitted by W. B. Griem, chief of the feed and fertilizer in- 
spection division of the Wisconsin department of agricul- 
ture. Mr. Griem’s figures show that 324 firms are licensed 
to manufacture and sell their own mixed rations in his state. 
Of this number, 242 firms are located in the state and 82 
are out-of-state manufacturers. 

The number in Wisconsin is significant. Not more than 
a dozen, at best, of the 242 could be considered as larger 
manufacturers having anything but local distribution. The 
remaining 230 must be classed as dealer-manufacturers. This 
number does not include the dealers who only do custom 
mixing on order as they are not required to register. 
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How You Buy 


Cod Liver Oil 


Quantity Means Nothing—Potency Means Everything 


FEW years ago, the feed manufacturer figured 
on using so many barrels of Cod Liver Oil, re- 
gardless of the brand. 


The introduction of Nopco X, made by the 
famous Zucker Process has changed all that. The po- 
tency of Cod Liver Oil can be stepped up by this pro- 
cess to any desired strength. 


The National Oil Products Company is exclusive licen- 

. see under the Zucker Patent which was assigned by 
Columbia University to University Patents, Inc., a 
subsidiary corporation. No other producer can offer 
you a product at all comparable with those described 
here. 


For the past year we have made use of the Zucker 
Process, for extracting the antirachitic element from 
Cod Liver Oil, exclusively in the manufacture of Nopco 
X Cod Liver Oil. Note, however, that not one gallon 
of this product was offered for sale until the fall of 
1928. In other words, we spent approximately 6 months 
testing and retesting, checking and rechecking to make 
sure that our working of the licensed process was abso- 
lutely correct in every detail. 


The concentrate produced by the Zucker Process is 
many hundred times more potent than the best 
obtainable natural oil. It could be fed with a medi- 
cine dropper with astounding results, were it prac- 
ticable to do so. 


Last year, sccres of manufacturers found that, by using 
only 5 pints, or 14 of 1% of Nopco X to each ton of 


feed, they could get the same results as 20 pints of any 
other high grade cod liver oil had previously given them. 


This year, we have gone still further. With Nopco 
XX, the amount required is again reduced. Two and 
one-half pints or 4 of 1% of this high pctency oil will 
protect a ton of poultry feed against Vitamin D de- 
ficiency. 


Realizing, however, that some manufacturers may 
prefer a less concentrated product, we still offer Nopco 
xX, made in the same strength as heretofore, to be used 
at the rate of 5 pints to the ton of feed, or 14 of 1%. 


Nopco X and Nopco XX are sold exclusively to manu- 
facturers and feed mixers. 


For those who prefer a still less concentrated form, 
we offer Nopco fortified to be used at the rate of 14 
of 1%, or 10 pints to the ton of feed. 


Each of the above products is pure, unadulterated 
Cod Liver Oil. Each lot of oil is tested by number— 
both chemically and biologically on true bulk samples. 
Feeding tests are conducted in our laboratory on both 
white rats and chicks—day old to eight weeks of age. 
We know definitely that these products will afford 
protection at the percentages recommended. We can 
prove it to the most skeptical. 


The day has passed when Cod Liver Oi! will be pur- 
chased at a certain price per gallon. The only way 
to buy Cod Liver Oil is on the basis of results and 
cost per ton of finished feed. 


WRITE TODAY AND GET FULL DETAILS BEFORE ORDERING COD LIVER OIL. 


NATIONAL OIL PRODUCTS CoO., ENC. 


Executive Office and Factory: 38 Essex St., Harrison, New Jersey 


Boston, Mass. 


Pin 


Chicago, Ill. 


St. Johns, Newfoundland 
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Protit Not Rivalry 
Should Concern 


Competing Dealers 
In Feed Trade 


By F. 


Kern 


President, Central Retail Feed Association 


HE definition for the word com- 
petition is rivalry. 


If competition means rivalry, 
what does competition in the feed busi- 
ness mean. Rivalry, of course, but ri- 
valry for what? In the fine analysis 
feed dealers must all be rivals and I feel 
we are when you study the meaning of 
the word rival. 

Why Are We Rivals 

A rival is an antagonist. “One who 
strives to equal or excel another in the 
same pursuit.” 

Why are we rivals? Why are we an- 
tagonistic to one another? Just what is 
the purpose of this rivalry? If a rival 
is an antagonist, why do we feed dealers 
antagonize our neighbor dealers? 

I believe it is a fact that there is a 
greater percentage of the retail feed 
business personally owned and operated’ 
than any other line of retail business. 
In most instances, we own our build- 
ings, our own cash is invested in the 
business and practically ail of us bor- 
row money with which to carry our 
stock and our book accounts. We own 
our business and most of us have ri- 
vals, competitors. We are rivals, com- 
petitors ourselves. 

How We Enter Business 

You invest your capital, engage in 
business, first for the purpose or with 
the view of making money in the ven- 
ture, not because the locality needs an- 
other feed dealer, not out of sympathy 
for the poor public because the dealer 
has taken any undue advantage. You 
engage in the venture solely for the pur- 
pose of making a profit on your invest- 
ment. You have guarded that money 
you have invested for years, saved and 
planned carefully and invested it abso- 
lutely for no other purpose than to 
make it earn a profit for you. ’ 

You open up for business with a stock 
you have bought carefully and, for illus- 
tration, you have paid $26 for your 
bran, $50 for 34 per cent linseed meal 
and 90 cents for good No. 3 yellow 
corn. Before the end of the first week, 
your rival, who believes you have no 
right to engage in the same business he 
is in; your antagonist proceeds to an- 


tagonize you. 

You thought, when you decided to 
engage in the feed business, that so long 
as everything is handled now in even 
weight sacks with no shrinkage that you 
could operate the business yourself and 
make a reasonable net profit on a 10 
per cent gross profit. You probably for- 
got to figure interest on the investment; 
you did not figure the loss for bad 
debts, insurance, depreciation, interest 
on the cash you borrow with which to 
extend credit. You just thought 10 per 
cent would cover everything and leave 
you a nice net profit and, doing all the 
work yourself and not allowing any- 
thing for salary for yourself, really it 
would all be profit. If you planned on 
a 10 per cent gross margin, you would 
get $28.50 for the bran, $55 for the lin- 
seed meal and $1.00 for the corn. 

Reception By Your Rival 

Here is where the rival, the antago- 
nist, comes in. He does not propose 
that you are coming into his domain, 
set up in. business and take away from 
him all the patronage he has enjoyed 
for many years. He decides he will 
work for nothing for a few months 
while he teaches you a lesson in business 
you did not know. He can sell bran 
for $27. Perhaps he has some 30 per 
cent oil meal and he advertises “Oil 
Meal, only $49.” He may have some 
No. 4 yellow corn which he advertises 
as “Good Yellow Corn, 95c per bushel.” 
Of course he does not tell the trade it 
is 30 per cent oil meal, that the corn is 
No. 4 yellew and that the bran is stan- 
dard bran. That does not matter, he 
has told the farmers that you would 
have overcharged them had it not been 
for his being in the business and pro- 
tecting them. 

You have your goods paid for and no 
book accounts of doubtful value and you 
decide if your rival can sell at such 
prices, you can “go him one better”. 
You drop your price on bran to $27 and 
advertise it as “Pure Bran”, cutting 
your rival’s price $1.00. You advertise 
34 per cent linseed meal at $52, or $1.60 
per point of protein, which means that 
your rival’s price should not be over 
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Austin W. Carpenter 
Mr. Carpenter will address the Central 
Retail Feed Association convention at Mil- 
waukee, Jure 4 and 5, on the subject: Feed 


Merchandising — Its auses and Conse- 
quences He is salesmanager of the Lar- 
rowe Milling Co., Detroit. 


$48. With these tactics and schemes 
you continue to antagonize one another 
on this or that commodity until you sell 
out or die with hundreds of dollars of 
dead beat accounts of absolutely no 
value, no money in the bank, no glory 
while in business except the thought 
that you were keeping your rival from 
naking any profit. 
Suggestiens for Improvement 

Now isn’t that about the spirit pre- 
vailing in the feed industry all along 
the line? Why do you ccntinue in the 
same old rut? Is there no better way? 
Could we net be friendly enough to 
operate cn a business basis and all agree 
to some standard percentage above the 
market value which would give us a 
reasonable return on our investment, 
and be satisfied with the business we 
each are able to get at a profit instead 
of all the business at a loss? At least 
we might all figure to get a reasonable 
margin over the market and if I wanted 
to make more than a reasonable mar- 
gin, let me try to get it. You know I 
would not attempt it, neither would you. 

How would it work for all the deal- 
ers in a town to pool their incomes on 
the basis of their sales and all work 
toward the same goal. You say, what 
about the fellows in the next town? 
Suppose we take them into our pool? 


Competitor Should Be Partner 

I like to think of my competitor as 
my partner in business. He is in the 
same business I am. He has the same 
right to be in business that I have, even 
if I am in business first. None of us 
OWN any business. We strive to get 
it and to hold it, but we do not OWN 
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There is no argument, none at all, but 
that, if we were friends instead of arch 
enemies, there would be some profit in 
the feed business for all of us. And there 
would be no more in the feed business 
than are now striving for business with- 
out profit. 


STANDARD FEED CO., Lake: 
wood, N. J., has been incorporated by 
C. Inman, Alice Smith and G. R. Smith 
to deal in feeds. 


QO. G. TEIGEN, Milan, Minn., has 
purchased the flour and feed store of 
Seibert Lyngen. 


The name of Dealer Byrne is due 
For honorable mention; 
In all his days he hasn’t missed 
A single feed convention. 

x ok 


EARLY PRACTICE 
Little Bobby came home one evening 
with his clothes torn to tatters. 
“What in the world has happened to 


Chicago, Ill. 


“Eureka” 3-in-1 Superspeed Mixer 


The new combination drive is here shown. 
We employ both silent link belt and roller chain. 
Motor is entirely out of the way. 


REPRESENTATIVES: 
F. H. Morley, Jr., Bert Eesley, Strong-Scott Mfg. Co., 
537 Utilities Bldg., Box 363, 413 So. Third &t., 


Fremont, O. 


Descriptive catalogs await your request. 


S. HOWES CO. INC., SILVER CREEK, N. Y. 


Minneapolis, Minn. 
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you?” exclaimed his mother. 

“Oh, we wus just playin’ feed store,” 
Bobby replied, ‘and everybody had to 
be something, so I was the bill collec- 
tor.” 

* * 

Jure should be a good sales month 
for scraps with all the new brides and 
grooms entering the ring. 

It’s a blessing that Independence Day 
falls so closely on the heels of June. 
Most new husbands will need it. 

* * * 
CORNHAY WEAKLY NEWS 

Lem Jones, local feed dealer, will at- 
tend the “Busy Dealers’ Feeding 
School” to be held by the Central Re- 
tail Feed association at its convention in 
Milwaukee, June 4 and 5. Lem reports 
that when he gets back he will be qual- 
ified to suggest proper rations for any- 
thing from canaries to elephants. Lem’s 
wife plans to go along to keep an eye 
on him during the convention. 

Buck Judkins, local World war hero, 
announces that he has decided to re- 
enlist. The wedding will take place 
sometime in June. 

Ira Hicks, winner of the first prize 
in the Women’s Civic club cleanup cam- 
paign, gave a talk at the local theater 
on ‘“Woman’s Place in the Home.” Mrs. 
Hicks talked to him afterwards. 

Constable Bunks is out looking for 
the urchin who let the wind out of his 
tire in front of the court house last 
week. 

MODERN BABY 

Baby: “I want my bottle.” 

Mother: “Keep quiet, you’re just like 
your father.”—Penford News. 

MERE TRIFLE 

Excited Woman: “I’ve shot my hus- 
band.” 

Chicago Policeman: “Well, call a doc- 


tor. You  shouldn’t bother us with 
things like that.’—The Dixiegram. 
* * 


MORE APPROPRIATE 
Son: “Father, I’ve a notion to settle 
down and go in for raising chickens.” 
Father: “Better try owls. Their hours 
would suit you better.’—Park & Pol- 
lard Scratch. 


FLYNN & CO., Duluth, Minn., has 
discontinued business, according to the 
owner, James B. Flynn. 


» » 
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Results of Feed Interest Patrons 


More Than Its Contents 


How Much Milk or Pork in a Bag? That’s What Encourages Them to Buy 
Omaha Dealer Develops Profitable Business by Selling on This Principle 


a milch cow there must be 

given in return at least three 
pounds of milk,” said A. E. Lewis, man- 
ager of the Florence Growers’ Ex- 
change, Omaha, “or there is something 
decidedly wrong. Also, when a feeder 
cannot produce 100 pounds of pork at 
a cost of $5.90 he is not taking advan- 
tage of the food fed his stock and as a 
consequence will lose money, as he will 
find to his sorrow when he markets his 
porkers. If a poultry raiser has any 
trouble with placing ‘springers’ on the 


a OR every pound of grain fed 


market 60 days after hatching, he should. 


not be in the poultry raising business for 
he will never make it a success.” | 
Results Determine Value 
Mr. Lewis has been selling one kind 
of feed for the last 10 years and his re- 
wards show he actually produced these 
results for his patrons. He tried out 
four other kinds of prepared feed before 
finally settling on the one now handled. 
He is confident that his present brand 
is scientifically prepared and he knows 
it produces results. “Feeders are not 
concerned about what is in the feed if 
it gives real results at low cost,” said 
Mr. Lewis. “That means I talk results 
instead of feed when seeking a new cus- 
tomer.” 

That Mr. Lewis is right in his sales 
talks goes without further proof being 
necessary when he shows you that his 
house actually handles a car of feed 
every ten days. This is more than is 
sold by many retail stores. The Flor- 
ence Growers’ Exchange is located at 
the extreme north end of the city where 
there is direct contact with a farming 
community. As indicated by the name, 
this organization is made up of farmers 
and was originaly intended as a fruit 
growers’ association. Now it is an in- 
corporated company and does a general 
mercantile business' in groceries, meats, 
farm products of all kinds and feeds. 

“How do you succeed in drawing so 
large a trade?” Mr. Lewis was asked. 


Service Attracts Customers 

“Well, we have a little paper, pub- 
lished in the neighborhood, that has a 
general circulation in this part of the 
city as well as the country surrounding. 
We use that as an advertising medium 
for one thing. Then there is our list 
of farmers in Douglas county. We send 
direct mail pieces to all on that list. 


We also establish small supply depots 
in the villages throughout the county 
and make it convenient for the buyers 
to patronize us,” said Mr. Lewis, “but 
the big thing is our free service. Let 
us hear of some farmer who is having 
trouble with his hogs; they are not tak- 
ing on flesh as they should. I visit 
him immediately, diagnose his difficulty 
and recommend changes in methods, 
sanitation or whatever I may find 
wrong. 

“We have been giving friendly advice 
for many years and the farmers have 
learned that they get results if they heed 
it. ‘In that way we make many friends, 
and they are friends who stick. I never 


recommend a change of feed, but tell 


the feeder just what I have found 
wrong. If the feed is at fault, then I 
tell him the proper food should contain 


‘certain properties in certain proportions. 


Nine times out of ten, just as soon as 


‘he feeds up the supply on hand, he will 
.stock from us the first time he buys a 


new supply. 

“This service is rendered to dairymen 
as well as hog feeders. If a milch cow 
does not give at least three pounds of 
milk in return for every pound of grain 


fed then there is either something wrong | 


with the feed, the method of feeding or 
the cow. The first two can be remedied 
by changing and the only cure for the 
last is selling the animal to the packers, 
as she will never be a paying proposi- 
tion. It is all a question of treating the 
entire transaction in a scientific manner.” 
Gets Poultry Business 
The Florence Growers’ Exchange 
gives a great deal of attention to the 
flocks in the county and knows when- 
ever anyone opens a poultry pen. Mr. 
Lewis is in touch with all incubator 
people and whenever a,shipment of 
chicks is made to any party in the coun- 
ty he is notified by the hatchery and 
requested to make a survey of the sur- 
roundings just as soon as possible. This 
is done so that the hatchery may know 
the sanitation is right, that the chicks 
are being housed and fed properly, for 
all that reflects back on the hatchery. 
If conditions are not right, Mr. Lewis 
makes suggestions and they are general- 
ly followed. 
And what does the Florence Grow- 
ers’ Exchange get for this service? 
“Conversation in regard to poultry 
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generally leads up to feed and the ques- 
tion of which is the better kind,” said 
Mr. Lewis. “I tell them about the kind 
of feed that will produce broilers in 
60 days but do not mention the specific 
brand that we are selling. That invar- 
iably leads to the question of where such 
a feed may be obtained. This is my op- 
portunity and I nearly always receive 
an order at the time and continue to 
carry that party as long as he remains 
in business. People feel grateful for 
something that aids in keeping the 
pocket book well filled, and if by using 
a certain kind of feed he makes more 
money, the poultryman will remain your 
friend.” 
Helps Boy Succeed 

The Florence Growers: Exchange does 
a strictly cash business, but Mr. Lewis, 
because of his kindness, recently gave a 
school boy credit for a year. This lad 
desired to enter the poultry business. He 
had enough cash to buy his chicks and 
construct a house for them, but the feed 
problem had him stumped. Mr. Lewis 
heard of this and offered to stake the 
boy with feed for his flock and wait 
until it produced eggs for his pay. The 
following record of the boy’s project 
proves that it was a success and that 
Mr. Lewis received his money: 


Eggs Produced 


November........ 100 
December......... 112 
January 202 
February 188 
March 214 
217 
May. 177 
June 128 
July... 147 
180 
September............ 174 

Total Eggs 1,955 
Total Income.... $72.80 
Total Expense 27.90 

Profit for the lad $44.90 


Results in Business 

Mr. Lewis not only aided the lad in 
establishing a paying business but dem- 
onstrated that there is profit in the poul- 
try business if chickens are fed and 
cared for as they should be—scientifical- 
ly. “There is the whole trouble,” said 
Mr. Lewis. “Too many conduct a part 
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ES. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Gil and Cotton 


Seed Meals 


either straight 
or mixed 


cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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of the business as it should be but fail 
to allow science to enter the feed yard. 
It is no longer a question of chance. All 
these things have been studied out by 
men who know just what it takes to 
produce eggs or flesh and feed contain- 
ing these properties is essential in mak- 
ing a success of the poultry business. 
So it is in feeding the hog for market 
or the cow for milk production and the 
quicker all realize this the better it will 
be for them in a financial way.” 


“Sell results and not feed if you would 
win in this business,” advises Mr. Lewis. 


JOHN A. REYNOLDS, Albany, N. 
Y., has returned from a six months tour 
of the western states, including visits to 
all of the famous national parks. 


ART. ROLOFF, Madelia, Minn., has 
purchased the feed mill of Otto Lar- 
son. 


FEED MILL AT COLLEGE 

“We are about to put up a little feed 
storage building on the railroad siding 
at the college of agriculture,” writes G. 
Bohstedt, professor of animal husband- 
ry at the University of Wisconsin, Mad- 
ison, “that has a capacity of 13,000 bush- 
els of grain and feed and where we ex- 
pect to do a lot of grinding and mixing 
of experimental rations. We need a 
central elevator in this storage build- 


ing, a 1,000 Ib. vertical feed mixer, a 
1,000 Ib. scale truck with hopper bot- 
tom and roller bearing wheels and cas- 
ters and a bag or barrel conveyor from 
one floor to the next.” 


Here Comes 
Mr. MorGAN! 


OW different his welcome to 
that of a year ago! Then 
he was a strange feed salesman. 
The farmer didn’t want to even 
talk, much less buy feed. His 
herd was losing him money. 
» » » 


But Mr. Morgan had been 
trained to study a farmer’s feed 
problems. He knew how to 
figure just enough concentrate 
to supply what the farmer’s 
grains lacked. All he asked 
was a chance to 
prove Purina could 
make the farmer 
more money. To- 
day the farmer 
writes Purina Mills, 
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PURINAG==s 


POULTRY . 
CALVES. 


. COWS 
. HOGS 


“There is a room in our home 
we call Mr. Morgan’s room. 
He is always welcome... 
because instead of a loss, he 
showed us how to make $194 
a month.” 
Purina is proud that her men 
are welcomed into thousands 
of friendly homes all over the 
country. And Purina is proud 
that the success ofevery Purina 
man depends upon his making 
. his farmer friends more money. 
PURINA MILLS, 993 Gratiot St., St. Louis, Mo. 
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Feed Manutacturers 
Complete Plans 
For Annual Meeting 
June 6, 7, 8 


RRANGEMENTS for the annual 
A convention of the American 

Feed Manufacturers association 
which is to be held at the French Lick 
Springs hotel, French Lick, Ind., June 
6, 7 and 8, are completed and the event, 
from all indications, will be one of the 
most successful ever held by the organ- 
ization. 

Attractions are numerous. The 
Southern Mixed Feed Manufacturers 
association and the United States Feed 
Distributors association will convene 
during the same dates and this feature 
alone is expected to boost the attend- 
ance over previous years. 

Attractive Program Arranged 

Another great drawing card is the 
program. Seldom have so many good 
speakers with the type and variety >f 
messages been scheduled to appear to- 
gether at one convention. All who at- 
tend the event may rest assured that 
they will be repaid well for their trip 
with the practical information on feed- 
ing problems which they will receive 
from famous men who know their sub- 
jects. 

The third and last, but not the least 
attraction, is the entertainment. Out 
on the golf course friends and business 
associates will be able to settle by ac- 
tual performance the arguments about 
who is the better golfer which have 
been waging over desks and in corre- 
spondence. The tournament scheduled 
for the convention is expected to bring 
out a host of contenders, and the last 
minute advice of the committee is, 
“Bring your best set of clubs; the com- 
petition is going to be keen.” 

Barnyard Golf and Bridge 

For those who have never felt the 
urge of an increased vocabulary on the 
greens and fairways, a horseshoe pitch- 
ing contest has been arranged. he 
barnyard golf feature of the convention 
entertainment is also expected to at- 
tract a large group of entrants and 
ringer stories are expected to be as 
numerous as the traditional “hole in 
one”. 

While husbands show their skill with 
the horseshoe and the golf club, the 
ladies will compete at a bridge party. 
Attractive prizes are offered for win- 
ners of this event and it will pay the 
entrants to know their finesses. Spe- 


is 


cial effort will be made by the com- 
mittee in charge to show the ladies a 
good time during the convention. 
“Be sure to bring your wives,” the 
men folks are urged. 
Suits To Open Convention 
The convention will open with reg- 
istration in the French Lick Springs 
hotel lobby at 9 a. m., Thursday, June 
6. Business sessions will begin at 10 
a.m. with the annual address of W. FE. 
Suits, president, Quaker Oats Co., Chi- 
cago. His message will be followed 
by a report from D. W. McMillen, the 
McMillen Co., Fort Wayne, Ind., chair- 


man of the executive committee. Re- 
ports will also be made by L. F. 
3rown, secretary; W. R. Anderson, 


treasurer, and R. M. Field, traffic maa- 
ager. 

Dr. G. S. Fraps, chief of the division 
of chemistry at the Agricultural and 
Mechanical college of Texas and presi- 
dent of the Association of Feed Con- 
trol Officials, will explain how “A 
Scientist Looks at Mixed Feeds.” Dr. 
Fraps is well qualified to talk on this 
subject. As state chemist he has su- 
pervised the analysis of more than 
42,000 samples of feed. He also directs 
the administration of the Texas fer- 
tilizer law and has charge of the ana- 
lytical work of the feed control law. 
He has conducted intensive research 
work on composition and feeding value 
of feeds. 

C. P. Reid on Program 

Charles P. Reid, Memphis, Tenn., 
will follow Dr. Fraps with a talk on 
“The Future and Futures of Cotton- 
seed Meal,” which will be of special 
interest to feed manufacturers. Dis- 
cussions on the preceding talks and 
the appointment of committees will 
conclude the morning session which is 
expected to adjourn at 12:30 p. m. 

The afternoon will be devoted to the 
qualifying round of the golf tourna- 
ment. 

The annual banquet, which promises 
to be a gala affair, will be held in the 
evening beginning at 7:30 o'clock. 
Frederick Landis, Logansport, Ind., a 
brother of the famous Judge Landis, 
will be the principal speaker. He will 
talk on “Things in General”. 

Friday morning’s session will begin 
at 10 o'clock with an address by Earl 
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Prof. Earl Weaver 


Weaver, professor of dairy husbandry, 
Iowa State College of Agriculture and 
Mechanical Arts, Ames. He will pre- 
sent “Some New and Some Old Ideas 
on Feeding.” 

W. R. Young, consulting expert, 
Zelony Thermometer Co., Chicago, will 
follow with a talk on the “Scientific 
Storing of Feeds and Grains.”  Dis- 
cussion and questioning of the speakers 
are expected to follow these two ad- 
dresses. 

The afternoon will again be devoted 
to pleasure. Ladies will be entertained 
at a bridge party while the men engage 
in the golf tournament and a horseshoe 
contest. Prizes will be awarded to 
Winners in all three events, 

The United States Feed Distributors 
association will meet Friday evening at 
8:30 o’clock. A vote will be taken on 
the question of whether the organiza- 
tion should give up its present identity 
and become merged with the Grain 
Dealers National association or con- 
tinue to operate independently but 
without affiliation and on a larger scale. 
All members present at the convention 
are urged to attend this meeting so that 
the question which has been under 
consideration for several months may 
be definitely settled. 

Business Session Saturday 

Officers of the American Feed Man- 
ufacturers association will be elected 
at a brief session Saturday morning 
and a vote will be taken on the fol- 
lowing proposed amendment to Article 
V of the constitution: 

“The board of directors shall consist 
of the president and 15 elected mem- 
bers. 

“Immediately following their elec- 
tion, the members of the board shall 
meet and perfect an organization by 
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| 2257 lbs. of OATS through 1-16 screen 


Using only 1.56 K. W. per 100 lbs. 
| A “MIRACLE ACE” HAMMER MILL 


is nothing like it. 


CHEAPNESS AND QUALITY. 


2nd. Not having to heat your molasses 
over and over removes any chance of 
carbonization which causes bitterness 
and indigestion, and at the same time 
preserves the essential, vitamin ‘“‘B’’. 


These two things give you a better 
sweet feed than can be made in any 
other way. 


Miracle Molasses Process Demonstrat- 
ing Trucks will be at the following con- 
ventions making daily demonstrations 
of putting molasses on feed cold: 
Operatives Millers, St. Louis, Jun2 3, 
4 and 5 only. 

Central Retail Feed Convention, Plank- 
ington Hotel, Milwaukee, June 4 and 5. 
American Feed Manufacturers Conven- 
tion, French Lick Springs, June 6 and 7. 


a chance at. 


Did this in 1 hour on March 12th, 1929, 
when the A. C. Neilsen Co., of Chicago, the 
well-known firm of engineers who have here- 
tofore made reports on most of the hammer 
mills now before the public, certify to a test 
they made on that date. 


NO OTHER HAMMER MILL EVER, 
AT ANY TIME, APPROACHED THESE 
FIGURES, NOR CAN THEY EVER 
APPROACH THEM WITH PRESENT 
DESIGN. 


Improvements in hammers made since Jan. 
lst, last, have brought about this wonderful 
result. If you want to make money grinding 
feed see this improved hammer mill. 


It, a No. 3 Super “MIRACLE ACE”, will 
be on exhibition at the Operative Millers 
Convention at St. Louis, June 3 to 8th. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process stands all alone, there 
This process does two things that put it far ahead of every other way of making sweet feeds — 


lst. You do not have to heat your molasses, it is merely put on the feed by friction in our agitator. 
It is so simple that any man can operate it. 


The process is just as simple as grinding feed —it’s the biggest money maker millers have ever had 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 


270-300 KENNADAY AVE. 
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Dealers Advised to Aid Development 


Of New England Agriculture 


Future of Feed Business Depends on Demand Created for Farm Products 
Better Quality Should Be Aim in Dairying, Poultry Raising, Orcharding 


By Lynne P. Townsend 


HE feed dealer who has an eye 
| to the future wil! take cogniz- 
ance of the trends in agriculture 
in his particular section. It is especially 
important that, he should do this here in 
New England, for our agricultural prob- 
Icm is a serious one. For a good many 
years we have been waging an uphill 
fight, and the end is not in sight. 
Face the Facts 
We can very profitably spend some 
time in considering just what the future 
portends. There are, of course, an army 
of optimists among us who blandly in- 
sist that the future is assured, that we 
are as well off as we have a right to ex- 
pect and that everything with the farm- 
er is all right. But you can not make it 
rain by whistling up the water spout 
and a Pollyanna attitude is never going 
to do for New England what sadly 
needs to be done, if we are to hold our 
own, agriculturally speaking. It is the 
part of wisdom to face the facts. 
New England is not primarily adapted 
to agriculture, at least when compared 
with the more typical agricultural sec- 
tions of the Middle West, the South and 
the far West. She is naturally better 
adapted to industry and manufacturing 
than she is to the growing of crops and 
the producing of food. We might as 
well recognize this. She does have, 
however, one great advantage which no 
other section enjoys and it is an advan- 
tage which ought and does in a large 
measure offset the milder climate, the 
more fertile and more tillable soils of 
other sections. The largest and most 
discriminating market for foodstuffs in 
the whole world lies at her very door 
step and what she may lose in higher 
cost of production is counterbalanced 
by lower cost in distribution. 
New England’s Opportunity 
The New England farmer’s one hope 
lies in producing and putting into this 
vast market, which lies at his door, 
those commodities which he can pro- 
duce the most economically and which 
he can deliver to that market in its 
most attractive and desirable form. To 
undertake to produce those commodi- 
ties which other sections can produce 
more economically and deliver in as 
good condition will get him nothing. Re- 
solved to its last analysis, this leaves the 
New England producer only a relatively 


small choice. As the writer sees it, there 
are only three major phases of produc- 
tion which hold out any promise for our 
New England farmers. These are dairy- 
ing, poultry raising and fruit growing. 
A possible fourth is truck farming which 
includes potatoes and tobacco in those 
relatively restricted areas where soil and 
climate are adapted. A more remote 
possibility which may be listed as the 
fifth is sheep raising. 

Dairying is and should be the back- 
bone of New England farming. With 
metropolitan Boston and the lesser 
cities of New England only a short 
overnight haul from her most remote 
sections, New England is capable of put- 
ting into these centers a quality of milk 
which no outside competition can equal. 
Note that she is capable of doing this; 
whether she does or not is another ques- 
tion. The market is willing to pay for 
a quality product and will gladly do so 
when it is made available. But unable 
to procure that product within its own 
borders, the market will reach out else- 
where. 

Middle West Competition 

It is generally believed that western 
milk has been coming into New Eng- 
land and at certain times in rather large 
quantities. A table quoted from the 
monthly letter of the New England 
Milk Producers’ association dated Feb- 
ruary 23, shows the amount of cream 
used by the city of Boston from the 
Middle West from 1924-1928. Note the 
rapidity of increase: 

Percentage of 


Year Quarts Boston’s supply 
1927...» 5% 


Note that the amount bas more than 
doubled every year. A paragraph at the 
foot of this table says that 49 per cent 
of all the cream used by the city of Bos- 
ton in December, 1928, came from the 
Middle West. Viewed in its natural 
light these figures are justifiably alarm- 
ing. Why has New England failed to 
produce these products for her own 
market? Is the Middle West actually 
able to outdo her? Or is something 
wrong with New England dairying? 
These are pointed questions and ques- 
tions that must be answered if we are 
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to get anywhere. 

The writer prefers to believe that the 
answer lies with New England. Much 
as we have done to improve quality and 
quantity and lower costs of production, 
there is still more to be done, and this is 
precisely the point toward which a ver- 
itable army of agricultural college pro- 
fessors, extension service specialists, 
county agricultural agents, organization 
secretaries and the farm press is almost 
feverishly working. 

Improvement Work Urged 

They are advocating cow test associa- 
tions which have proved their effective- 
ness dozens of times over. They are 
calling for the eradication of disease 
which in itself is probably our greatest 
drawback; they are encouraging the pro- 
duction of better home grown roughages 
which is a large possibility on almost 
any dairy farm. They are urging the 
farmer to raise his better heifers and to 
keep pure bred bulls of known anteced- 
ents. They are harping continually on 
the production of high quality milk, and 
they couldn’t find a better string to harp 
on. All these and a dozen other meth- 
ods of increasing and improving produc- 
tion and quality and cutting down costs 
constitute the continuing activity of those 
who would see New England dairy- 
ing continue. And in these efforts and 
the farmers’ affirmative reaction to them, 
surely and certainly, lie the chance for 
New England to save her great dairy 
market for herself. 

Right here it seems pertinent to ask 
you feed dealers what you are doing to 
help along this program. Are you keep- 
ing up with the times? Are you using 
your influence to save the dairy indus- 
try in your community? Do you sup- 
port every movement which looks for- 
ward to the end we all so earnestly de- 
sire? Is your answer in the negative? 
If so, you are most assuredly contribut- 
ing to the final end of your business, for 
that is precisely what a lost agriculture 
will mean. 

Poultry and Fruit Status 

What has been said of the dairy in- 
dustry can be repeated almost word for 
word in regard to poultry production. 
We have the best market in the world. 
We are strategically located to serve it. 
No one can beat us out of it if we fur- 

(Continued on Page Fcrty-one) 
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Monarcus To HEtpe You 


More FEED — — 


Modern feed mixing and Corn Cutting equipment is helping the 
custom Grinding Mill, feed plant and feed store sell a larger volume 
of feed, show better profits on sales and aiding in the building of a 
lasting business of tangible value. 
vice brings more business and increases your profits. 
Monarchs illustrated will help you. 


The Monarch are Cutting and Grading 


Outfit 


This is a big money maker. A complete unit for 
making Steel Cut Corn. It is equipped with the 
patented Monarch Top and Bottom Screen 
Cutter. The grader is fitted with ball bearing 
eccentric and makes three separations. Easy 
to install. Takes less than 5 HP and makes 
the finest quality product. Priced to make it 


a paying investment for you. 


PRESSURE 
RELIEF 
VALVE 


EXPANSION 
OTHER PATENTS TAN 


HEATING 
UNIT 


Ask for Catalog F, it tells in detail of these two 
profit earning machines. 


Better feeds and improved ser- 
The two 


DUST COLLECTOR 
ASPIRATING LEGS 


BALL BEARING 
‘TOP_AND BOTTOM SCREEN CUTTER 


NTRIg | 


The Monarch Vertical 
Mixer with Molasses 
Attachment 


The machine that beats car door selling, elimi- 
nates competition and makes more profits on 
every ton of feed handled. With it you can 
mix any kind of feed, add molasses without 
any muss or trouble and produce feeds at a 
cost that shows a very attractive profit. Mil- 
lers report doubling profits and increasing sales 
after installing it. We have just issued a book- 
let of letters received from users. It tells con- 
cretely what it has done for others. Write for it. 


SPROUT, WALDRON & CO. 


Box 318 Muncy, Pa. 
Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bldg. 
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Central Association 
Is All Primed 


For Big 


Convention 


June 4 and 5 


friendship, pleasure, 


USINESS, 
B whoopee! 
With emphasis on the first two, 
and not forgetting pleasure or whoopee, 
the program for the fourth annual con- 
vention of the Central Retail Feed as- 
sociation, to be held at the Plankinton 
hotel, Milwaukee, June 4 and 5, has 
been completed and everything is in 
readiness for what is expected to be the 
greatest gathering of the feed trade to 
be held anywhere in the country during 
1929. 
Varied Program Planned 

Work on the convention program has 
been in progress for the past two 
months. Members of the Milwaukee 
Chamber of Commerce, with John Jou- 
no, Donahue-Stratton Cec., chairman, 
have provided elaborate entertainment 
for the ladies and for the convention 
banquet. Shippers of the Minneapolis 
Chamber of Commerce, with R. Opsal, 
the Haertel Co., chairman, have com- 
pleted plans to invite all dealers to at- 
tend a baseball game between Milwau- 
kee and Minneapolis teams of the 
American association, the second after- 
noon of the convention. F. Kern, Spar- 
ta Produce Exchange, Sparta, president 
of the association, and David K. Steen- 
bergh, secretary, remained in conference 
many hours Saturday, May 18, weaving 
all elements of the varied program to- 
gether in final form. 

“We're all ready now for two big 
days,’ President Kern said, after the 
job had been finished. “The program 
is one which should bring something of 
real value home to every dealer who at- 
tends. Let us emphasize the fact that 
every dealer, regardless of whether he 
is or is not a member of the association, 
is urgently invited to attend. The Cen- 
tral Retail Feed association was organ- 
ized to promote the good of the entire 
industry, and its conventions and meet- 
ings are open, without obligation, to all 
dealers who will come.” 

Special Events for Ladies 

Mrs. John Jouno, the gracious and 
able hostess of the past two conven- 
tions, will again be in charge of the 
ladies’ entertainment. More extensive 
plans have been made for the ladies this 
year than ever before. They will be 
taken to a special theater party at the 


Palace-Orpheum Tuesday afternoon, 
June 4, and will be welcome at the -ban- 
quet, entertainment and dance that even- 
ing. Wednesday morning, they will be 
guests of the Milwaukee Chamber of 
Commerce for a two-hour sight-seeing 
trip through Milwaukee in comfortable 
busses of the latest type. The busses 
will leave the Plankinton hotel at 10:09 
a. m., and return in time for a special 
complimentary luncheon at noon. 

Ladies are also invited to attend the 
breakfast which will be given to all 
dealers and other guests at the conven- 
tion in the Sky room of the Plankinton 
hotel, Wednesday morning, — starting 
sharply at 8:30 o'clock. The breakfast 
check, which it is hoped will be big, will 
be paid by the Central Retail Feed as- 
sociation. Immediately following break- 
fast, the ladies will leave for their bus 
trip and the men will remain for the 
business session of the convention and 
the Busy Dealers’ Feeding School. 

Kelley Is Banquet Speaker 

The annual banquet, entertainment 
and dance will be held in the Sky rooin, 
Tuesday evening, June 4, starting at 
6:30 o’clock. A steak dinner, to satisfy 
the most fastidious and fill the hungriest 
dealers present, will be served. Com- 
munity singing will be led by Ray Mel- 
don, formerly of the cast of Shubert’s 
“Night in Spain’, who will also act as 
master of ceremonies during the enter- 
tainment period to follow. John M. 
Kelley, nationally known attorney, of 
Baraboo, Wis., will be the feature 
speaker. 

Prizes to dealers winning in the mem- 
bership campaign and to the best look- 
ing and other similarly famous dealers 
attending the convention will be award- 
ed by D. W. McKercher, McKercher 
Milling Co., Wisconsin Rapids, Wis., 
director and past president of the or- 
ganization. An associated artists’ com- 
pany of two men and eight girls, in- 
cluding Ruby Abbot, formerly of the 
Green Circle, Chicago, and Florence 
King, formerly of the cast of the mu- 
sical comedy success, “Hit the Deck”, 
will furnish the entertainment. A seven- 
piece orchestra will supply music dur- 
ing the banquet and for dancing. 

Registration of all attending the con- 
vention, including the ladies, will be 
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John M. Kelley 


started on the mezzanine floor, Plankin- 
ton hotel, promptly at 8:30 a. m., Tues- 
day. Tickets for the banquet, ball game 
breakfast and attendance prizes will be 
distributed from the registration tables 
and ladies will be asked whether they 
will or will not attend the theater party, 
bus ride and luncheon. All convention 
delegates and visitors are urged to sign 
up and get their badges at the registra- 
tion tables as promptly as possible after 
their arrival in Milwaukee. 

The program for the various conven- 
tion sessions follows: 

TUESDAY MORNING, 9:30 A. M. 
Convention Room, Mezzanine Floor 
Official Opening by Pres. F. Kern. 
Awarding of Attendance Prizes. 
Secretary's Report by David K. 

Steenbergh. 

President’s Address. 

Welcome by A. L. Johnstone, presi- 
dent, Milwaukee Chamber of Com- 
merce. 

“Chain Stores in the Feed Business”, 
Alfred N. Steele, merchandising execu- 
tive, Olson & Enzinger, Inc., Milwau- 
kee. 

Adjournment at 12:00 noon. 
TUESDAY AFTERNOON, 1:30 P. M. 
Convention Room, Mezzanine Floor 

Awarding of Attendance Prizes. 

Appointment of Committees. 

“Getting Feed Dealers to Cooperate 
in Going on a Cash Basis”, Ray Far- 
ley, Graham & Farley, Janesville, Wis., 
president of the Retail Feed Dealers As- 
sociation of Janesville and Vicinity. 

“Pure Seed Law and Its Enforce- 
ment”, Prof. A. L. Stone, University of 
Wisconsin, Madison. 

“Retail Feed Merchandising’, A. W. 
Carpenter, sales manager, Larrowe 
Milling Co., Detroit, Mich. 

“Credit and Collections’, W. D. Is- 


(Continued on Page Twenty-nine) 
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Think this over: 
This flour has been a 


steady seller for over | , 


| 

| 40 years. 

| g 

| REGISTERED PAT. OFF 

| Process Ys has been sold by 

| [SSS the same dealers year | | 

| after year. 


This means that: 


Prices It sells at a profit 

| It sells readily 

| Reasonably 

| It repeats 

| Comparative It satisfies home bakers 


It is a reliable flour to use. 


| 
| Each year we increase our business 


| 
We can help increase your business because Jersey 
Lily has proven a very satisfactory account for many, 


many dealers. 


Mixed cars available of 


Jersey Lily Flour---all wheat feeds---and a full line of 
Commercial Feeds. 


OFFICE AT 


EMPIRE MILLING CO. 


MINNEAPOLIS, MINN. 
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Credit Policy Dangerous for Dealers 
Unless Carefully Handled 


Requires Systematic Methods, Knowledge of Buyers’ Ability to Pay 
Investigation Before Accounts Are Opened Prevents Many Losses 


AKING investigation of credit 
M conditions of feed dealers in ru- 

ral communities, I have been 
impressed by two facts. 

First—the sentiment almost univer- 
sally found in country communities that 
credit is, basically, an unsound and un- 
healthy thing, very dangerous to use, 
volume of it to be kept rigidly to the 
lowest feasible minimum. 

Second—convincing demonstration to 
be found in every communtiy in the 
record of certain merchants, that credit 
in the country, handled right, has eco- 
nomic rightness behind it and is, fur- 
ther, a straight merchandising force. 

How to Consider Credit 

My second statement expresses in a 
measure, my _ reaction to the first. 
Credit is a dangerous thing anywhere, 
city or country, for the feed dealer who 
does not know how to handle it. As 
actually used, decidedly it is unsound 
for a high proportion of the merchants 
of many country communities. In some 
ways—particularly, the flow of income 
condition—country credit brings more 
difficult problems than city credit. 

City or country, credit is a task which 
the feed dealer must learn how to do, 
just as he learns how to handle help, to 
buy, to sell. After an intensive study 
of retail credit covering the United 
States, a searching examination of meth- 
ods and results, I rate retail credit in 
general as not being so much difficult, 
as neglected. The feed dealer who 
approaches it with realization it is some- 
thing to be learned, like anything else, 
can, with no greater ability than is 
called for by other functions of his busi- 
ness, discover the things he needs to 
know about it to use it favorably and 
with benefit. 

Let us see what some of these things 
are for country credit. 

The Impersonal Attitude 

The majority of bad failures in hand- 
ling country credit arrives because the 
feed dealer never accomplishes the first 
hurdle, which is to develop an imme- 
diate and instinctive attitude which is 
strictly impersonal toward credit mat- 
ters. Admittedly, this is far harder to 
do under country conditions than city. 
The city merchant has many customers 
who are acquaintances merely, if not 


By John T. Bartlett 


Co-Author, Retail Credit Practice 


.The country feed dealer 
knows a large proportion of his cus- 
tomers by their first names. 

The feed dealer must have determina- 
tion which is operative continuously in 
practice, that cool judgment will affect 
all his credit and collection decisions. 
He will grant credit to a farmer, not be- 
cause the farmer presses him persua- 
sively in hard-to-resist manner, with 
many promises, but because it is good 
business to extend the credit. He will 
learn how to say no. The knack of be- 
ing impersonal and cooly careful in deal- 
ing with credit and collection situations 
must be acquired. 

Basis of Accurate Information 

Dealing with a stranger, the dealer in 
the city realizes he knows nothing about 
him and finds it a simple thing to recog- 
nize the necessity of securing accurate 
and comprehensive credit information. 
In the country where, theoretically, 
everybody knows everybody else, there 
are pages and pages of bad debts re- 
sulting because a merchant who thought 
he knew all about @ customer did not. 
If a credit bureau covers your commu- 
nity belong to it, by all means. Then 
use it. 

Credit is an enterprise in risk. There 
are, dealing with the individual, nu- 
merous ways of modifying the degree 
of risk incurred. This brings us to an- 
other principle. 

Fit Credit to the Risk 

In every well-established farming com- 
munity are a group of farmers who own 
their farms, farm them well, and are en- 
tirely good for an ordinary line of credit 
on an open account—unsecured. Pro- 
vided the feed dealer has w6rking capi- 
tal necessary to finance an account from 
the time the goods are sold until the 
farmer receives his money, there is no 
reason whatever why credit should not 
freely be extended to this gilt-edged 
group of buyers. 

“How am I to know who these are?” 
the feed dealer may ask. Checking ap- 
plications for credit through your credit 
bureau, you will get the needed informa- 
tion. If you have no credit bureau, talk 
with your banker. 

At the other extreme, there is a group 
of local buyers to whom credit cannot 
be granted on any terms, because they 


strangers. 


THE FEED BAG—JUNE, 1929 


are unable to give security and security 
is absolutely essential for sound credit 
dealings with them. The facts on these, 
again, are obtainable through the credit 
bureau or by consulting bank or other 
local sources. 

Between these two groups is a great 
middle class which produces rather fre- 
quent credit decisions calling for good 
judgment. Develop ingenuity in obtain- 
ing security. 

Notes and Mortgages 

A note is far better than an open ac- 
count when an account is, Ly agreement, 
to run any term. A note is full acknowl- 
cdgment of the obligation; it eliminates 
all possibility of dispute. Of course, a 
note which you can disccunt at your 
bank (and not because of your own 
credit standing, but because of the 
credit standing of the customer, or a co- 
maker) is the note to be had if prac- 
tical. 

Because the amount involved is not 
great, do not shy at the idea of obtain- 
ing a special mortgage on property of 
the customer. Besides farm equipment 
and special property of various kinds, 
there is to be considered, too, the grow- 
ing crop in this connection. 

An ingenious credit grantor can find, 
indeed, rather numerous ways of quali- 
fying a very doubtful credit risk, 
through security. There are men, for ex- 
ample, whose personal credit is zero, 
but whose wives are absolutely good. 
Get the wife as a co-maker of a note. 
If the buyer is a tenant, perhaps you 
can persuade him to obtain the guaran- 
tee of his landlord—or the guarantee of 
some other substantial person. An as- 
signment of wages is variously possible 
with buyers whose income comes from 
their labor. 

When to Obtain Security 

The time to obtain your security is 
before the bill has been incurred, the 
goods delivered. It is the psychologi- 
cal time. If you cannot get it now, the 
chances of being able to get it shouid 
arising circumstances demand, later, are 
mighty slim. 

The terms should be suited to the in- 
dividual customer, in that longer credit 
than he actually needs should not, or- 
dinarily, be granted to him. How long 

(Continued on Page Forty-three) 
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Up there where all the world can see, is a sign— 
your sign. It tells what kind of a business you run 
—what kind of a firm you are. 
What impression do people get when they read it? 
If it is a Larro sign, it says to all who read that you 
represent a mill with an unbeatable reputation for 
making pure, uniform feeds. It tells the world that 
you handle feeds built for just one purpose—to 
give feeders every possible penny of profit from 
cows, hogs and chickens. 
That sign of yours—if it is a Larro sign—tells the 
world that you handle feeds made in a mill which 


has led the field in finding newer and better ways 
of making feeds— 


In a chemical laboratory to check the quality of 
ingredients; 

In cleansing machinery to insure absolute purity; 
In huge electro-magnets to protect livestock from 
death-dealing tramp iron and steel; 

In processes to make feeds that are always uniform 
in appearance, chemical analysis and feeding value; 


Larro has led all others. 


Your Larro sign signifies all these things to feeders 
—yes, and more—the Larro sign above your door 
is your assurance of speedy turnover—good profits 
—and customer good will. 

Thousands of feed dealers have made the Larro sign 
their symbol of success. You, too, 

can make the Larro sign—and all 


that it stands for, the foundation of 
a profitable business of your own. 
A letter or wire will bring you facts 
regarding an attractive Larro fran- 
chise for your territory. 


FOR COWS - HOGS - POULTRY 


THE LARROWE MILLING COMPANY 
Detroit, Michigan 
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Committee of 50 Working on Plans 


For Federation Convention 


Dealers Will Gather at Scenic Thousand Isles, June 27 and 28 
Two Day Program to Sparkle With Events; Record Crowd Expected 


meet in unprecedented numbers 

at Alexandria Bay, June 27 and 
28, for their 13th annual convention. A 
committee with more than 50 members 
is arranging a program that is sure to 
provide business-getting ideas and rec- 
reation enough to more than satisfy the 
most seasoned conventionite. 

The business sessions will be entirely 
confined to the mornings, while the af- 
ternoons and evenings will be given 
over to merry-making and sight-seeing 
trips among the famous Thousand is- 
lands and the Canadian cities along the 
St. Lawrence river. 

Famous Hotel Headquarters 

Headquarters for the convention will 
be at the Thousand Island house, Alex- 
andria Bay. This famous old hotel has 
been remodeled into a modern, fireproof 
structure. Broad verandas spreading the 
full length of the hotel efford an un- 
usual view of the majestic St. Lawrence 
and the Thousand islands with their 
“castles of millionaires”. 

In the afternoon of June 26, Walter 
Sleeth, Cicero, N. Y., chairman of the 
committee on reception and _ registra- 
tion, and the members of his committee 
will take possession of the hotel lobby 
to welcome the feed men and _ their 
families as they arrive. 

“We want to make sure that everyone 
gets acquainted with everyone else,” is 
the way Mr. Sleeth explained the plans 
of the committee. “As fast as the deal- 
crs arrive we will introduce them to 
other dealers and help them to become 
familiar with the beautiful spot where 
the convention is to be held.” 

Directors’ Meeting June 26 

While the public meetings will not be- 
gin. until Thursday, June 27, a joint 
meeting of the board of directors and 
the convention committees will be held 
on June 26 at 8 p. m. Last minute de- 
tails of the program will be completed 
so that when Pres. W. S. Van Derzee, 
Albany, N. Y., calls the convention to 
order there will be no delays. 

Later in the evening the directors will 
hold an executive session to draft a pro- 
gram for the ensuing year. Before the 
convention, the executive committee is 
planning to mail each member a list of 
the suggested activities, with a request 
that the ten most important be checked. 
The projects receiving the largest sup- 
port will be incorporated into a definite 


ee retail feed dealers will 


ten-fold program. 

“With our financial handicap over- 
come we are now ready to launch an 
aggressive and complete program for 
the eastern trade,” said Mr. Van Derzee. 
“We believe that if we draw up a list 


F. M. McIntyre 


M. R. Horton 


W. A. Mather 


of eight or ten projects on which we 
shall concentrate our full energies we 
will accomplish more than to spread our 
activities to cover too wide a range. 
What these projects will be must be 
decided by the members. The executive 
committee will outline some of the sug- 
gested activities in a questionnaire to 
be mailed to all members early in June.” 
Busy Mornings Planned 

In order to crowd into the morning 
sessions the many features arranged by 
the program committee the convention 
will get away to an early start on June 
27. By 9 a. m. the registration desk 
will be in operation and when each del- 
egate registers he will be provided with 
commutation tickets which will entitle 
him to participate in the entertainment 
features during the two day conclave. 

Reports will be given by President 
Van Derzee; Frank T. Benjamin, Can- 
estota, N. Y., treasurer, and W. A. Stan- 
nard, Albany, N. Y., secretary. Chair- 
men of standing committees will also 
report and representatives of affiliated 
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organizations will 
ities. 

Melvin R. Horton, Peekskill, N. Y., 
chairman of the program committee, has 
announced that there will be only one 
feature speaker each morning. “We 
seldom have an opportunity such as this 
to discuss our trade probiems,” .he said. 
“Here will be gathered several hundred 
dealers from all parts of the East. Each 
one will have new ideas to offer on the 
problems that now harass the trade. We 
should not conclude our convention un- 
til definite plans are drafted and the fed- 
eration pledged to a constructive effort 
to carry them out.” 

Special Entertainment for Ladies 

During the morning business session, 
the ladies will enjoy a delightful bus 
trip along the shore of the St. Law- 
rence river to Clayton, N. Y., and if 
time permits will visit Watertown. They 
will return in time to join the men 
at a luncheon conference at the head- 
quarters hotel. 

The noon day luncheon will be a new 


explain their activ- 


feature for eastern conventions. Groups 
of dealers from northern New York 


will have charge of the program which 
will include music and speakers who are 
embued with a wealth of “wit, pep and 
personality”, according to the announce- 
ment of the committee. 

At 2 p. m., all of the delegates will 
embark on.a fleet of chartered power 
boats for a cruise among the Thousand 
islands. W. A. Mather, Adams, N. Y., 
is chairman of the committee arranging 
for the trip. 

“These boats are luxurious and safe,” 
he reported after a rigid investigation. 
“All of the places usually visited in the 
famous Thousand islands tours will be 
included and Capt. D. H. Haas has 
promised to furnish some extra thrills 
and scenic marvels. A stop will be made 
on the Canadian side affording an op- 
portunity to visit the quaint Canadian 
city of Grananoque. This is a trip that 
attracts thousands from all parts of the 
world every summer and of which one 
never tires.” 


Banquet Surprises Promised 
The boats will return to Alexandria 
Bay in plenty of time for the evening 
banquet which will begin at 7 p. m. 
Something new and novel is to be 
staged during the evening affair, ac- 
cording to Jay Markham, Lyons Falls, 
(Continued on Page Thirty) 
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Buyers Judge Feed by Results 
High Quality Required 


HE biggest advance in the grain 
and feed industry for many years 
would be the realization by all 
millers and dealers of the intelligent 
buying attitude of the present day feed- 
er. Initial cost no longer governs to 
the exclusion of quality; the value of 
the service rendered by the article itself 
has come to the front and the feeder 
whose business is the desirable business 
today considers the same things in se- 
lecting his grain and feed as he does in 
selecting his clothes or his tools or his 
automobile. 

Progressive millers and the large co- 
operatives have recognized this for some 
time. By manufacturing and merchan- 
dizing quality feeds and then by induc- 
ing feeders to try them and _ tabulate 
and compile results, they have increased 
their business. But there is among the 
trade generally a great deal of room for 
improvement. The successful miller or 
dealer has before him a quality battle. 
He should recognize it as such, and 
never cease trying to improve the 
quality of his grain or feed. 

A test was recently completed in a 
mid-west state on poultry feeding and a 


standard formula of quality ingredients 
was fed in competition with a similar 
formula of ordinary ingredients. The 
quality feed figured almost $20 a ton 
over the ordinary or about 27 cents per 
hen higher in price. The test showed 
an egg yield of 18 more per hen per 
year on the quality feed or an increase 
in egg yield of 150 dozen per year in 
a flock of 100 hens. It is also proved 
that hens fed the quality feed were 
healthier and more vigorous at the end 
of the test. One of the interesting side 
lights of the test was the discovery that 
less of the quality feed was consumed 
per hen than of the ordinary feed. 
Such tests are being conducted all 
around us, not only on poultry, but on 
dairy and other stock and all kinds of 
farm animals. They always show inter- 
esting results. In our mind, however, 
their very existence is the important 
fact, for their very existence is the evid- 
ence that the feeder realizes fully he is 
after results and that results alone re- 
flect the true value of what he feeds. 
This is the fact no alert grain dealer 
can afford to overlook. The feeder is 
simply a manufacturer of eggs or milk 


members of 


us at our plant. 


WELCOME 


CENTRAL RETAIL 
FEED ASSOCIATION 


to Milwaukee 


While attending your 
convention you are 
cordially invited to visit 


or beef or pork or wool. If tools can 
be obtained which increase his produc- 
tion yield cr improve his quality, the in- 
telligent feeder is going to use them and 
pass up inferior tools which may be a 
little cheaper but which do not do the 
work as well. 

The old established dealer who keeps 
one eye on these facts is not going to 
be run out of business, nor is he going 
to be swallowed up by chain store sys- 
tems. He is a contributing constructive 
factor in his community. Naturally he 
works hard to produce feeds and offer 
grain at as low a price as he can for the 
benefit of his trade. However he should 
look further; he should realize his trade 
must have results. 

In these highly competitive days one 
gets just about what one pays for; it is 
just as difficult as ever to get some- 
thing for nothing. When you buy in- 
gredients buy quality ingredients, and 
when you buy manufactured feeds buy 
quality manufactured feeds. Every 
week, every month, every year, try to 
put better quality into your products. 
Resist the temptation to save a dollar 
ky cutting a corner which is sure to be 
reflected in the results obtained from 
your finished product. Lay down a 
quality policy and stick to it. 
—Reprinted from The Kernel, published 
by the Edward R. Bacon Grain Co. 


COTTON SEED MEAL 
NUT AND PEA SIZE CAKE 
ALL GRADES 


Registered in All States 


L. Tewexes Co. 


MILWAUKEE, WIS. 


Distributors of 


BADGER Brand Selected 
Seeds and Seed Corn 


The Largest Seller in Wisconsin 
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Quoting spot and future ship- 
ments. If you are not getting 
our quotations we are both 
losing. Send name for market 
letter. 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 
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INSTALLATION OF MAGNETIC SEPARATORS—A PROFITABLE INVESTMENT 


..to the Efficient 


and Economical 
operation of any 
Grinding Machine_ 


BEWLEY MILLS 
W.G.BAUER V.P. 


One of four Stearns High Duty Magnetic Spout 

Separators installed in a prominent feed mill. 

Each separator handles 600 Ibs. of molasses feed 
per minute. 


| "THE Bewley Mills, like many other rep- 

resentative mills, provide themselves 
with positive protection against injury to 
grinders and early destruction of screens 
by means of a Stearns High Duty Magnetic 
Separator. Dangerous impurities in fin- 
ished product are also eliminated by mag- 


netic separators as well as reduction of the Stearns High Duty Spout Separator. Built com- 


on cge : plete for direct attachment to spout. Fully enclosed, 
possibility of dust expl osion caused by dust-tight, all metal construction. Feeds, magneti- 


tramp iron. cally separates, and discharges tramp iron auto- 
Decide today to investi gate matically, Fast, Positive, continuous operation and 
tr. magnetic separators your separation. Write for descriptive bulletin. 


APPROVED BY _own mill; write for complete 


UNDERWRITERS information. 
277-23rd AVENUE \ 
MILWAUKEE wisconsin JMAGNE TIC SEPARATORS 
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Summer Profits From 
Summer Feed Sales 


400LBS.NEr 


CORN: ¥ 
GLUTEN: 
vy 
8Y 
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CARBOHYDRATES 
FREE EXTRACT net less 
BREDIENT: GLUT 


LEE NES 
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q Every owner of a dairy herd can 
be interested in feeding a limited 
grain ration on pasture. The im- 
portance of summer feeding is 
stressed by all feeding authorities 
and in every farm and dairy paper. 
It will pay you to talk to your cus- 
tomers. Submit to him the proof 
compiled in our new circular, “Your 
Summer Feed Business’, now avail- 
able to our dealers. 


q Dairy rations sweetened with 
Sweetened Douglas Corn Gluten 
Feed for extra protein supply makes 
a more palatable grain ration in 
summer when most needed. 


@ The dairyman who wants to use 
a very high protein concentrate will 
find Douglas Corn Gluten Meal 
eminently suited to his requirements. 


Minimum protein 40%. Over 80% 
digestible and safe for daily use. 


Beginning with the June 8th 
issue of the Wisconsin Farmer 
and Agriculturist, our advertis- 
ing will tell the Wisconsin farm- 
er of the advantages of using 
Douglas Feeds as the source of 
protein to supplement pastures. 
Watch for these and tie up your 
summer campaign with this ad- 
vertising. 


Grass Is Not Enough 


‘‘Feeding cows while on pas- 
ture is not a new idea. But 
it pays with cows that are worth 
keeping. It is a successful way 
to improve profits from the 
dairy herd. 

“The problem of summer feed- 
ing is always a point of interest 
at dairymen’s gatherings during 
that season. Dairymen who 
keep records know that supple- 
menting pasture grass pays. 
Some other dairymen contend 
that it costs too much.’” By— 
A. C. Baltzer, Michigan, From 
the May issue of The Dairy 
Farmer. 


Penick & Ford Sales Co. 
Cedar Rapids, Iowa. 


Gentlemen: 


In accordance with your re- 
quest of January 21 asking for 
the use of our name for adver- 
tising Sweetened Douglas Corn 
Gluten Feed and Douglas Corn 
Gluten Meal, we wish to say our 
recommendation of these feeds 
are very gocd and ycu may use 
same in your advertising. 

We found your Sweetened 
Douglas Corn Gluten Feed to 
contain the qualities which we 
hoped it would. Although the 
protein value is lowered in the 
sweetening process, We find it 
much superior to the usual run 
of gluten feed. Its appetizing 
qualities are especially pro- 
nounced. 

In closing we wish to again 
heartily recommend its use to 
any feeder of dairy cattle. 


Yours very truly, 


BROWN COUNTY ASYLUM 
H. F. Wittig, Superintendent. 


PENICK & FORD, LTD. 
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FEED DEPARTMENT 


Cedar Rapids, lowa 
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CONVENTION NEWS 


PUBLISHED FOR ALL WIDE AWAKE FEED MEN 


Feed Manufacturers Convene 
At French Lick June 6, 7, 8 


(Continued from Prege Seventeen) 
the election of one of their number, 
other than the president of the asso- 
ciation, as chairman. At the annual 
meeting at which this amendment is 
adopted, said board shall elect six ac- 
tive members of the association, other 
than the president, who, with the presi- 


dent, shall constitute the executive 
committee. 
“Two of such members shall be 


elected for terms of one year each, 
two for terms of two years each, and 
two for terms of three years each, and 
at each annual meeting thereafter, said 
board shall elect two active members, 
other than the president, for terms of 
three years each.” 

This change, if adopted, would pro- 
vide for three years of continuous serv- 
ice from members of the executive 
committee, and will eliminate the elec- 
tion of an entirely new committee at 
each annual convention as required by 
the present by-laws. 

Special Cars to French Lick 

The Saturday morning session is ex- 
pected to be concluded quickly to en- 
able members to return to their homes 
for Sunday. Dates of the American 
Feed Manufacturers association con- 
vention will not conflict with those of 
the Central Retail Feed association an- 
nual meeting which is to be held at the 
Plankinton hotel, Milwaukee, June 4 
and 5. Sessions on the last day will 
conclude early enough for manufac- 
turers to make connections for French 
Lick. 

Direct transportation to the Amer- 
ican Feed Manufacturers convention 
from Chicago, St. Louis and Memphis 
has been arranged. Special cars will 
be available from these cities and res- 
ervations may be made with the fol- 
lowing: 

St. Louis—J. M. Adam, Anheuser- 
Busch, Inc. 

Memphis—F. P. MacNicol, secretary, 
Southern Mixed Feed Manufacturers 
association, Exchange building. 

Chicago—L. F. Brown, secretary, 
American Feed Manufacturers associa- 
tion, 53 West Jackson boulevard. 

List of Prize Donors 

The following firms are donating 
prizes for the golf tournament, horse- 
shoe contest and ladies’ bridge party: 

Purity Oats Co., Keokuk, Iowa; Bis- 


Prof. G. S. Fraps 


bee Linseed Co., Chicago Heights, II1.; 
the Bertley Co., Chicago; Riverdale 
Products Co., Chicago; B. F. Gump Co., 
Chicago; Chase Bag Co., Milwaukee; 
Hiawatha Grain Co., Minneapolis; E. S. 
Woodworth, Minneapolis; J. P. Parks, 
Kansas City; Percy Kent Bag Co., 
Buffalo; Lamar Alfalfa Milling Co., 
Lamar, Col.; Denver Alfalfa Milling & 
Products Co., Lamar, Col.; Oyster 
Shell Products Co., New York, N. Y.; 
W. E. Suits, Chicago; The Feed Bag, 
Milwaukee; Kentucky Chemical Man- 
ufacturing Co., Covington; D. G. 
Lowell, Minneapolis. 

Holly Alfalfa Products Co., Holly, 
Col.; Gulf Crushing Co., New Orleans; 
Mente & Co., New Orleans; Manard 
Blackstrap Co., New Orleans; Fulton 
Bag & Cotton Mills, New Orleans; 
Consolidated Feed & Grain Co., Buf- 


falo; Werthan-Morgan-Hamilton Bag 
Co., Nashville; Humphreys-Godwin 
Co., Memphis; Penick & Ford, Ltd., 
New Orleans; Three Minute Cereals 


Co., Cedar Rapids, Ia.; D. W. McMil- 
len, Fort Wayne, Ind.; Bemis Brothers 
Bag Co., St. Louis; Sprout, Waldron 
& Co., Muncy, Pa.; Spencer Kellogg & 
Sons Sales Corp., Buffalo, N. Y.; C. U. 
Snyder & Co., Chicago; Donahue- 
Stratton Co., Milwaukee. 


BIDDISON COAL & GRAIN CO., 
Leon, Ia., has installed a feed grinder. 
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CENTRAL FEED 
DEALERS MEET 
AT MILWAUKEE 


(Continued from Page Twenty-one) 
ham, Milwaukee. 

General Discussion—Here’s a chance 
for everybody to talk. 

Adjournment at 5:00 p. m. 
TUESDAY EVENING, 6:30 P. M. 
Sky Room, Main Floor 

Dinner. 

Address by John M. Kelley, Baraboo. 

Entertainment. 

Dancing. 

WEDNESDAY MORNING, 
8:30 A. M. 
Sky Room, Main Floor 

Breakfast. (Every person attending 
the convention invited as guests of the 
Central Retail Feed association.) 

Awarding of Attendance Prizes for 
Men and Ladies. 

(Ladies leave for bus ride.) 

Committee Reports. 

Election of Officers. 

Busy Dealers’ Feeding School, with 
Prof. J. G. Halpin and G. Bohstedt, 
University of Wisconsin, Madison, as 
teachers. 

Surprise Conclusion. 

Adjournment of Convention. 
WEDNESDAY AFTERNOON, 
3:00 P. M. 

Baseball game. 

All dealers attending the convention 
are urgently invited to be guests of 
members of the Minneapolis Chamber 
of Commerce at a regular baseball game 
between the Minneapolis and Milwau- 
kee teams of the American association 
to be played at Athletic park, Milwau- 
kee, June 5, starting promptly at 3:00 
p.- m. Athletic park is located at 
Eighth and Chambers streets and may 
be reached by taxi (fare approximately 
60 cents from the hotel) or street car 
(fare seven cents) from Sixth and Mich- 
igan streets, four blocks west of the 
hotel. 

The following Minneapolis firms are 
cooperating in inviting all dealers at- 
tending the convention to the baseball 
game: Banner Grain Co., Brocks Mill- 
ing Co., Cannon Valley Milling Co., 
Commander Milling Co., Albert Dick- 
inson Co., The Haertel Co., Interna- 
tional Sugar Feed Co., King Midas Mill 
Co., Minneapolis Milling Co., Northrup 
King & Co., Piilsbury Flour Mills Co., 


Stukr-Seidi Co., Washburn Crosby Co., 
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and E. S. Woodworth & Co. 

John M. Kelley, who will be the only 
scheduled speaker at the banquet, has 
in past addresses described himself as 
a “farmer by love and lawyer by life, 
and I must pursue my life and not fol- 
low my love.” He is a_ nationally 
known attorney with offices at Chicago 
and New York. His home is at Bara- 
boo, Wis., where he maintains a fine 
farm and has established an enviable 
reputation as a breeder of Holsteim 
cattle. 

Austin W. Carpenter is sales mana- 
ger of the Larrowe Milling Co., De- 
troit, Mich. The Larrowe Milling Co. 
does a large feed business in the East, 
is the world’s largest handler of bect 
pu!p and specializes in the manufacture 
and sale of a dairy ration including 
beet pulp. Mr. Carpenter has been con- 
nected with the firm the past nine years 
and truly understands the merchandis- 
ing problems of retail feed dealers. 

Alfred N. Steele is a merchandising 
executive with Olson & Enzinger, Inc., 
Milwaukee, and formerly was merchan- 
dising manager of the Chicago Tribune. 
His experience has been such that he 
will have a real message for feed deal- 
ers interested in chain stores and their 
probable effect on the feed business. 
Olson & Enzinger, Inc., is one of the 
most progressive advertising agencies 
in the country and among many ac- 
counts handles the advertising of the 
Linseed Meal Educational committee. 

Willard D. Isham has spent his en- 
tire life solving credit and collection 
problems for large manufacturers and 
their dealer distributors. He has talked 
on credit at many dealers’ conventions 
and during the past few months has 
written on credit and collections for 
the feed trade in a way which indi- 
cates that he has a real appreciation of 
the problems confronting feed dealers. 
Best of all, Mr. Isham has been rec- 
ommended to the association as a con- 
vention speaker with the assurance 
that he not only knows his subject but 
is a good forceful speaker who will be 
able to put across everything he has 
to say. 

Professor A. L. Stone is in charge 
of seed inspection and enforcement of 
the pure seed law in Wisconsin and 
also serves on the faculty of the Uni- 
versity of Wisconsin. He is known 
throughout the country as a crusader 
for pure seeds and under his adminis- 
tration the quality of seeds sold in 
Wisconsin has been so improved that 
it is now generally conceded to be 
higher than the average in any other 
state. 


TESKE COAL & FEED CO., Chas- 
ka, Minn., has installed new machinery 
for feed mixing. 
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Eastern Federation Merchants 
To Gather at Thousand Isles 


(Continued from Page Twenty-five) 


N. Y., and his banquet committee. 

“We have booked special talent from 
Ogdensburg and other northern cities 
to provide an entertainment that will 
top off the fine menu arranged by W. 
H. Warburton, manager of the hotel,” 
Mr. Markham reported. “The banquet 
and entertainment will be a novel affair 
that will be long remembered by all 
who attend. The ‘banquet committee 
will have to know how many will be 
present not later than June 15 and I 
would suggest that every dealer send 
in his reservations now.” 

Following the banquet and entertain- 
ment the hotel crchestra will play for 
dancing. 

On Friday, June 28, the directors and 
members of committees will have an 
early breakfast conference to arrange a 
final draft of the ten-fold program to 
be presented for final adoption at the 
concluding business session. 

Dealers to Stage Play 

At 9:30, the discussions of trade prob- 
lems will be resumed and each feature 
of the forward-looking program wil! be 
outlined. A surprise or two is sure to 
result from the visit of Dr. I. Will Fix- 
em, who, with a company of dealer play- 
ers, will stage a trade play. 

“The identity of Dr. Fixem and what 
he will fix must remain a secret until 
the meeting,” according to Chairman 
Fred McIntyre, Potsdam, N. Y. “He 
has promised to diagnose many of our 
trade ills and prescribe a treatment for 
them.” 

Another luncheon conference will be 
enjoyed at 12:30 and the program will 
be in charge of the Northern New 
York Feed Merchants association, of 
which Mr. Mather is president. 

In the afternoon Henry R. Wilber, 
Jamestown, N. Y., and the members of 
the committee on sports and golf, will 
be in charge of an attractive program 
of prize events. A golf tournament will 
start the program and there will be 
games, races and novelty features for 
both men and women. A horse shoe 
pitching contest is sure to draw a large 
following of players and watchers and 
the concluding baseball game will bring 
out all the fans. 

James H. Gray and a committee, of 
which he is chairman, has launched a 
publicity program which is sure to bring 
out a large and enthusiastic attendance. 
Local newspapers are being furnished 
with copy relating to the convention and 
manufacturers and wholesalers have 
been asked to carry notices on their 
quotation sheets. 
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Thousands of stickers are being pre- 
pared and will carry an announcement 
on trade envelopes. John A. Reynolds, 
Albany, N. Y., is chairman of the com- 
mittee which is preparing the invita- 
tions to members and others. 

Fred M. McIntyre, general chairman 
of the special convention committee, 
and H. G. Mayne, Heuvelton, N. Y., 
vice-chairman, claim to be the busiest 
feed men in northern New York right 
now. They are determined to make the 
convention the finest that has ever been 
held. Mr. McIntyre would like to make 
it so valuable that the federation would 
select northern New York for future 
conclaves. 

“This is the first time the convention 
has been held in northern New York, 
and we are going to do our part to see 
that it is not the last time it comes 
here,” he said. “Alexandria Bay is an 
ideal place for our convention. We will 
practically own the hotel and the town. 
The programs at our business sessions 
will be constructive and valuable. The 
afternoons and evenings wil be devoted 
to recreation and entertainment. 

“T am urging all of my friends in the 
trade to make this a vacation trip and 
to bring their families to enjoy it with 
them. The roads are all in excellent 
condition and Alexandria Bay is easily 
reached by motor from all parts of the 
East. Busses will meet all trains at 
Redwood, New York.” 

In order to complete arrangements for 
the banquet, motor tours and boat trips 
as early as possible, feed merchants are 
asked to return the registration cards 
which have been mailed to them. Wal- 
ter Sleeth, Cicero, N. Y., chairman of 
the reception and registration commit- 
tee, served notice that, “we must know 
as early as possible the exact number 
to attend. It is not easy to make last 
minute arrangements in Alexandria Bay 
as it is in the large cities and we would 
dislike to have anyone left out on the 
delightful trips that have been planned 
on at the banquet.” 

Several committees are arranging the 
various features of the convention and 
the chairmen are as follows: General 
chairman, Fred M. MclIntyre;  vice- 
chairman, H. G. Mayne, Heuvelton, N. 
Y.; program and speakers, Melvin Hor- 
ton; reception and registration, Walter 
Sleeth; invitations and attendance, John 
A. Reynolds, Albany, N. Y.; entertain- 
ment, W. I. Roe, Watertown, N. Y.; 
publicity, James H. Gray, Springville, 
N. Y.; transportation, Louis Bush; ban- 
quet, Jay Markham; and golf and 
sports, Henry R. Wilber. 
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Neat Appearance 
Wins Trade 


For Canfield, Ohio 
Feed Store 


HEN a modern girl is out to 
get her man she dresses neat- 


ly and attractively and puts on 


a little paint. This method is not very 
wrong for a feed store which is out to 
win business. 

John Delfs Sons, Canfield, Ohio, keep 
their place of business and surround- 
ings neat and attractive and occasion- 
ally put on a little paint. They may 
boast of one of the finest establish- 
ments among retail feed stores in the 
country; and they are winning and 
holding business. 

Cleanliness Inspires Confidence 

Tidiness of the buildings and sur- 
roundings invites customers and gives 
them confidence in the owners. They 
feel that if the Delfs are so careful 
about the upkeep and the welfare of 
their own business, they will also give 
careful attention to their patron’s in- 
terests. And they are not disappoint- 
ed. The Delfs, four happy brothers, 
Roy, Harry, Herbert and Delbert, are 
as progressive and efficient in serving 
their trade as the appearance of their 
place of business indicates. 

One brand of commercial feed is 
handled. The Delfs brothers have long 
ago discovered that it pays to concen- 
trate on one line which they know 
from past experience will. produce re- 
sults for feeders. They have posted 
themselves thoroughly on how the cus- 
tomers may feed the brand and profit, 
and they push the sale of it vigorously. 

Mixing and Delivery Service 

Despite their consistent sales effort 
the Delfs brothers found that some 
farmers insisted on feeding home mixed 
rations. They did not let this business 
slip through their fingers, however. A 


grinding and mixing plant was installed 
and announcements were sent to the 
farmers. The fact that the feeds could 
be mixed at the Delfs plant at a lower 
cost than the patron could do it him- 
self was stressed. Announcements 
were followed with the special circular 
reproduced on this page. This idea 
produced amazing results, according to 
the Delfs brothers. Dairymen were 
shown on black and white how their 
home grown grains could be mixed 
with various other ingredients, sold by 
the firm, to make a good ration. The 
circular also provided an opportunity 
to list the cost per ton, a feature in 
which every farmer is interested. 

Five trucks are maintained by the 
firm to deliver its products. The fleet, 
in conformity with the establishment, 
is kept in good condition and each 
truck is neatly painted and lettered 
with the company’s name. Ton lots 
are delivered for $1.00 each, and $2.00 
is charged if the order is for less than 
this amount. Daily trips in each direc- 
tion from the store are made when- 
ever possible. 

Restricted Credit Basis 

The Delfs brothers operate on a re- 
stricted credit basis. Their policy is 
to exercise caution in extending credit 
rather than to resort to intensive col- 
lecting after the account is on the 
books. Payments are also checked 
carefully and losses for bad accounts 
are reduced to a minimum. 

Herbert Delfs, one of the brothers, 
is secretary of the Eastern Ohio Feed 
Dealers association, another indication 
of progressiveness. 

“The greatest factor in conducting 
a feed business,” he said, “is to create 
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DAIRYMEN ATTENTION 


Bring in 500 Ibs. Ear Corn 
We will grind them, and add 600 “ Buffale Corn Gluten Feed 


Analysis of complete ration: 20% Protein, 4% Fat. 
Cost of ration, including grinding your corn and oats: $.................. 


Analysis of complete ration: 22% Protein, 4% Fat. 
Cost of ration, including grinding: $_............... 


Bring in 500 Ibs. Ear Corn 


500 Oats 
We will grind them, and add 500 “ Diamond Corn Gluten Meal 
200 Buffalo Corn Gluten Feed 


100 “ Oilmeal 34% 
200 “ Cottonseed Meal 43% 


2000 Ibs. 
Analysis of complete ration: 24% Protein, 4% Fat. 
Cost of ration, including grinding: $.................. 


To any of the above rations we will add 20 lbs. salt, 20 Ibe. steamed bone 
meal and 20 Ibs, ground limestone, for $................. .. extra, 


Special circular used by John Delfs Sons 
to increase their custom mixing and grind- 
ing business. 


good will among the customers, to give 
pleasant and prompt service with strict 
honesty and to correct any deal that 
is not right. We try to mix among 
our customers as much as possible and 
do not leave too much of our business 
to hired help. We are a partnership 
firm and all are active in the business.” 
Plant Layout is Ideal 

Layout of the Delfs establishment is 
ideal as the photograph of the plant 
indicates. The firm was started in 
1885 in the last of the structures in the 
row extending back from the street. 
Additions were built as business in- 
creased. The present capacity of the 
establishment is 60 cars of feed and 
12,000 bushels of grain. In addition 
to conducting a feed business, the firm 
deals in builders’ supplies, coal, fertiliz- 
ers, hides, tallow, wool and pelts. 

Driveways about the buildings are 
wide and are arranged to facilitate 
rapid handling of incoming and outgo- 
ing products. Neatness and the quick 
service which patrons receive invites 
them to return for repeat business and 
they do. 

“It looks like a million,” many call- 
ers exclaim when they first see the 
establishment and its surroundings. 
And they are not exaggerating. 

“The plan and appearance of our 
plant is surely a big feature and has 
helped us to get business,’ Herbert 
Delfs affirms. 


C. E. ROSETH, Minneapolis, has 
been appointed receiver for Anderholm 
Bros., Clear Lake, Wis., who have 
been experiencing financial troubles. 
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200 “ Cottonseed Meal 43% 
2000 Iba—I ton 
Bring in 500 Ibs. Ear Corn ee 
We will grind them, and add 400“ Bulfalo Corn Gluten Feed 
300 “ Diamond Corn Gluten Meal 
100 Oilmeal 34% 
| 
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At the Convention... 


Talk with a dealer who 
has sold Occident Flour 
and Feeds 


You will find that his enthusiasm for Occident busi- 


ness bears out the following facts about Occident 
Flour and Feeds— 


OCCIDENT FLOUR OCcCIDENT FEEDS 
has a standard of quality at all times suf- are among the most economical and best that 
ficiently high to permit: the general farmer, dairyman or feeder can use. 
Occident Feeds are famed for: 
—tThe exclusive use of the choicest hard wheat... 
—The intenance of the cl t 


modern mills in the world. . 


——Their purity (contain absolutely no screenings). 


—Their high feeding value, (verified by states’ analyses 
e country over). 


, Most sanitary and 


_. 1 tensi: ifyi —The fact that they are made from only choice hard 
thorough washing of every wheat kernel before —Their satisfactory blending with farm and com- 
milling. 


mercial feeds. 


OcciDENT FLouR 
Occident Mixed Feed Alta Middlings 
Occident Bran 


~ 


SPECIAL PATENT FLOUR 
The RUSSELL-MILLER MILLING CO., General Offices, Minneapolis, Minn. 
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Here and There with the Feed Trade 


More Than 100 Personals in Each Issue of The Feed Bag 


TORONTO ELEVATORS, LTD., 
Toronto, Ont., has installed machinery 
and equipment for manufacturing feeds 
and expects to produce five to ten car 
loads of feed daily. 


BURNSIDE MILL & ELEVATOR 
Co., Burnside, Ill., has purchased the 
feed business and elevator of the Alex- 
ander Lumber Co. 


CALEB MONROE, Cadott, Wis., 
has been appointed manager of the E. 
J. Crane & Sons seed and feed store in 
that city. 


NEW RICHMOND ROLLER 
Mills, New Richmond, Wis., has pur- 
chased the Cooperative Farmers ware- 
house, Cadott, Wis., and is building an 
addition to the plant. 


J. H. MURPHY, president of the 
Murphy Products Co., Burlington, Wis., 
was elected governor of the 13th dis- 
trict of the Rotary International at the 
convention in Oshkosh, Wis., May 2. 


PRODUCERS WAREHOUSE & 
Elevator Co., Buffalo, N. Y., is con- 
structing a six-story reinforced concrete 
feed mill, mixing and packing plant and 
will manufacture scratch, mash and 
dairy feeds. 


MRS. J. E. RILEY, Cedar Rapids, 
Ia., manager of the feed department of 
the Three Minute Cereals Co., is mak- 
ing an automobile tour of the East and 
on her way home will attend the feed 
manufacturers’ convention at French 
Lick. 


E. L. COCKE, Wilkinson Cc., At- 
lanta, Ga., was so impressed with the 
enthusiasm of the federation convention 
at Buffalo last summer he is going to 
make a special trip to attend the Alex- 
andria Bay meetings. 


CHARLES A. GRAEF, Troy, Ohio, 
has installed a feed mill. 


DEWINE & HAMMA, Yellow 


Springs, Ohio, has installed a_ feed 
grinder. 
FARMERS ELEVATOR 


Ames, Ia., is building a new elevator at 
an estimated cost of $15,000, according 
to T. V. Henryson, secretary of the 
company. 


AMERICAN MILLING CO., Peoria, 
ill., has purchased the equipment and 
leased the elevator of Adam _ Stark, 
Hartford, Wis. Mr. Stark is retained 
as manager and the business will be 
operated under the firm name of Amco 
Feed Service. 


J. H. NIENABER, Manitowoc, Wis., 
has resigned his position as accountant 
for the Cereal Products Co., to become 
manager of the offices of the Stuhr- 
Seidl Co., Minneapolis. 


WILL HUGHES & SON, Manson, 
Ta., have purchased the flour and feed 
business of Will Koster. 


H. H. GOELTZER, Milwaukee, Wis- 
consin representative of Corn Products 
Refining Co., has been seriously ill at 
a hospital for the past three weeks. His 
condition is still critical and it will be 
a long time before he will be able to 
call on his customers again. The best 
wishes of the industry and The Feed 
Bag are with him. 


GREENVILLE COOPERATIVE 
association, Greenville, Mich., has pur- 
chased the feed and grain business of 
the Tower Milling Co. 


W. D. CROSBY, Appleton, Minn., 
has opened a feed and seed store. 


KANE COUNTY FEED MILLING 
CO., Sugar Grove, Ill., has been incor- 
porated with a capital stock of $20,000. 
The incorporators are B. R. McDonald, 
E. L. Hout and Paul S. Gramley. 


J. W. SCHULTZ, Northwood, Ia., 
has purchased the feed business of C. 
E. Linter. 


SINGLE RUNNER MILLS 

Munson Mill Machinery Co., Inc., 
Utica, N. Y., has issued a circular de- 
scribing the Munson high speed single 
runner mills. The machine is designed 
primarily for those who do not wish to 
make a large investment in equipment, 
but require a power capacity equal to 
the double runner mills. The features 
are easier feeding, no troublesome wear 
to the discs and arrangement for an ex- 
hauster installation in place of the usual 
elevators if the user so desires. The 
machines are said to be proving highly 
successful all over the country. Copies 
of the circular may be obtained by writ- 
ing the Murison Mill Machinery Co. 
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RUDY OPSAL, the Haertel Co., 
Minneapolis, is spending a few days in 
northern Minnesota on a fishing trip. 


JAMES E. LARROWE, president 
of the Larrowe Milling Co., Detroit, 
Mich., was made a director of General 
Mills, Inc., Minneapolis, recently. 


UNIVERSAL MILLS, INC., Fort 
Worth, Texas, is erecting a flour mill- 
ing plant and several elevators at an 
estimated cost of $150,000. The firm for- 
merly manufactured feeds only. 


PILLSBURY FLOUR MILLS CoO., 
Minneapolis, is erecting a new flour mill 
and cereal plant at Springfield, Ill. The 
mill will have a capacity of 3,000 bbls. 
of flour and the elevator a capacity of 
1,300,000 bushels. 


DAVE TALBOTT and Elden Olds, 
Grinnell, Ia., have purchased the coal 
and grain business of F. C. William. 


ALEX G. GRAIF, Minneapolis, has 
been appointed sales manager of the 


durum and rye departments of the King 
Midas Mill Co. 


NORTH IOWA WHOLESALE 
Co., Emmetsburg, Ia., has installed a 
feed mixing plant, according to J. R. 
Kerber, manager. 


COOPERATIVE ELEVATOR, 
Orange City, Ia. is installing a feed 
mixer, according to Carl Calrich, man- 
ager. 


JAY I. HUNTLEY, Pawnee City, 
Neb., has purchased the milling and 
feed business of D. A. Milburn. 


J. E. HALE, Collins, Ia., has pur- 
chased a feed mixer. 


J. H. COLGROVE mill, Arkport, N. 
Y., was recently destroyed by fire. 


CARROLTON FARMERS’ ELE- 
vator Co., Carrolton, Ia., has installed 
a feed mill. 


R. SEIMENS, Delta, Ia., has pur- 
chased the feed mill and elevator of J. 
P. Bowen. 


FARMERS’ SUPPLY CO., Tacoma, 
Ohio, has purchased the feed business 
cf the Crescent Feed & Elevator Co., 
Barnesville, Ohio. 
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Racine, Wis. 


NOTICE CONSOLIDATION 


THE WISCONSIN AGRICULTURIST 
and WISCONSIN FARMER 


FFECTIVE June |, the two old Wisconsin state farm 


papers are consolidated and hereafter will be issued as 
one publication. 


The name of the new publication will be Wisconsin Agriculturist 
and Farmer. It will be published at Racine, Wisconsin, and issued 
every Saturday. 


Each of the merged papers have been long established in the state 
and are well-known, both to advertisers and to farm people of 
Wisconsin. The consolidated publication will continue to accord 
the same constructive service to Wisconsin agriculture and to ad- 
vertising patrons that the individual papers have in the past. 


Through this consolidation advertisers will be enabled to develop 
farm trade in Wisconsin with the highest degree of efficiency and 
economy. Though the subscription lists have not yet been en- 
tirely checked, we anticipate a circulation of approximately 150,000 
net paid. With this circulation, advertisers can now cover the 
rich Wisconsin farm market thoroughly—with one paper and at 
one advertising cost. 


Wisconsin has been long outstanding for the character of its ag- 
riculture and its stability of farm income. Its farm trade is most 
important to Wisconsin merchants. It will pay manufacturers to 
back up their salesmen and dealers in this rich market with ad- 


vertising in Wisconsin Agriculturist and Farmer—‘‘Wisconsin’s Only 
State Farm Paper.” 


Cover WISCONSIN — With ONE PAPER 


—thoroughly and economically 


WISCONSIN AGRICULTURIST 


A N D F A RM E R Every Saturday 
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Securities Market to Be Launched 
By Chicago Board of Trade 


New Movement Expected to Create Financial Center in Middle West 
Long Established Exchange Enjoys Facilities for Handling Stocks 


SECURITIES market is soon to 
A be launched by the Chicago 
Board of Trade. 

This fact may mean little to the av- 
erage man. But to the student of mid- 
western finance and industry the step 
is deemed one of first importance. 

For several centuries the star of em- 
pire has been shifting westward. One 
great city after another has bowed to 
its western rival. 

This is as true of America as of old 
world nations. Agriculture, manufac- 
turing and population have steadily 
crept towards the setting sun. 

Of the 125,000,000 people in the 
United States, nearly half of them are 
west of Chicago. The center of popu- 
lation and the center of manufacturing 
are but a short distance from Chicago. 

That city dominates the Mississippi 
valley which produces 76 per cent of 
the American wheat, 66 per cent of the 
soft coal, 47 per cent of the lumber, 70 
per cent of the cotton, 55 per cent of 
the wool, 69 per cent of the petroleum, 
94 per cent of the iron ore, 85 per cent 
of the corn, 81 per cent of the hogs, 
52 per cent of the sheep and 74 per 
cent of the cattle. 

Two-thirds of the nation’s mineral 
production is in the Mississippi valley 
or westward. Half of the total pig iron 
output is from the Chicago territory. 

Chicago is the leading rail center of 
the world, with 38 different lines pat- 
terning its yards. Its Great Lakes com- 
merce has grown steadily. 

In spite of all this, in spite of all the 
amazing expansion of the “little giant 
of the West” and its contiguous ter- 
ritory, Chicago is still a poor second as 
a financial center. 

That very fact has been a source of 
great worry to mid-western business. 
Chicago’s proud position commercially 
and industrially has emphasized its 
backwardness as a hub of finance. Com- 
plaints along this line have steadily in- 
creased in recent years. Money has 
been flowing east. And the West has 
gone east when it wanted money. 
Meantime, Chicago has talked and 
talked, just as one might talk of the 
weather without doing anything about 
it. 

A market in securities, the sort need- 


By Edward J. Dies 


Reprinted from The Kernel 


ed to be of any real service to the com- 
munity must be broad and liquid. Trade 
always goes to the large market, to the 
market with sufficient breadth to insure 
quick and satisfactory executions. It 
takes hundreds of skilled traders, con- 
stantly on hand to make a first class 
stock market. 

The Chicago Board of Trade, let it 
be remembered, has the largest group 
of trained speculative traders found on 
any exchange in the world. 

Primarily, the board of trade has 
been a grain exchange, although its 
four-year-old cotton market has a rec- 
crd of high achievement, and its pro- 
visions market is the largest in exist- 
ence. But the world needs something 
over 3,000,000,000 bushels of wheat a 
year, a great tidal wave that ebbs and 
flows and finally spreads cut evenly 
over all the consuming countries. Ma- 
chinery for performing this commer- 
cial miracle is centered in the Chicago 
Board of Trade. Into its futures mar- 
ket nations come for their bread sup- 
plies; and into its futures market are 
hedged the various transactions of coun- 
try grain buyer, exporter, merchant, el- 
evator man and manufacturer. 

With this vast marketing organiza- 
tion already available, it is not surpris- 
ing that the West should look to the 
1,586 members of this exchange to pro- 
vide the giant facilities so urgently 
needed. 

Over a year ago committees began 
work, not simply preliminary study, for 
that had been accomplished long before. 
They began the intensive labor of pre- 
paring new rules and regulations, of 
ironing out the numerous obstacles and 
of shaping a new course, eécnomically 
sound and commercially attractive to 
the business interests of the nation. This 
work by officers, directors and a large 
number of members has cortinued con- 
stantly on every business day for four- 
teen months. Only minor details now 
remain before formally launching the 
market. 

The breadth of the board of trade it- 
self is rather enlightening. Its annual 
volume of business in dollars and cents 
was the largest of any exchange in the 
country up to 1925, measured by the 
number of trading hours. The situation 
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was later altered by the huge increase 
in stock trading. 

But here is vclume: Over 250,000,000 
bushels of grain has been dealt in on 
the Chicago Board of Trade in a sin- 
gle day of three and _ three-quarters 
hours, as against the five-hour trading 
day of stock exchanges. 

In money value this would equal more 
than 2,500,000 shares of stock, averag- 
ing $100 a share. This volume by no 
means strained the board’s facilities. 
Twice as much could have been han- 
dled. It is confidently believed that 
securities trading will restore the ex- 
change to its old position in point of 
volume and value. 

Board of trade members have had 
wide experience in securities as well as 
in commodities. A hundred and four- 
teen board of trade firms are also mem- 
bers of the New York Stock exchange. 
Seventy-three of the 238 Chicago Stock 
Exchange members are also members 
of the Chicago Board of Trade. 

Stock houses that for years have 
been dominant factors in American 
stock exchanges are members of the 
Chicago Board of Trade. So the accum- 
ulative personal experience of board of 
trade members in securities trading is 
immense. 

It would have been an casy matter 
to launch a curb exchange on the board 
cf trade, listing and trading in what- 
ever security seemed attractive. But no 
such course was entertained for a mo- 
ment. The highest standards of stock 
exchange methods found anywhere will 
be followed, just as the exchange has 
observed the highest principles in grain, 
cotton and provisions trading. Only 
securities of high type will be listed. 
And only those listed will be traded 
in. Listing requirements will be as 
rigid as any known. On the same 
high ideals are patterned the rules and 
regulations. Only as many stocks will 
be listed as can be properly handled. 

Always the public’s interests will be 
safeguarded. 

As to physical handling of stocks, the 
same practice as exists on the oldest 
exchanges will be followed in relation 
to specialists and odd-lot houses. 

Trading hours will be from 10 to 3 
o’clock Chicago time, making Chicago 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.—,A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feei 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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the primary market of the world from 
2 to 3 in the afternoon. Western points 
will be especially benefitted by this. 

Here is something no other American 
exchange offers. Corporations may be 
registered upon the board when one or 
more memberships are held by officers. 
Hence, banks and investment houses 
may deal in securities at members’ rates. 
The London Stock exchange has found 
this policy sound and desirable, allow- 
ing a split commission to banks in the 
United Kingdom. It is highly impor- 
tant in building a liquid bond and in- 
vestment market. 

Wire Service Important Asset 
One more feature, and a most import- 


ant one, should be mentioned. It con- 
cerns the board of trade’s private wire 
system, that great network which 
reaches 536 towns and cities. Of this 
total number, 226 towns and cities are 
tapped exclusively by this private wire 
system. It stretches over a vast terri- 
tory that includes the West, Middle 
West, South and Southwest. It is ideal 
for the development of securities trad- 
ing. Many of the grain and cotton 
points now transacting business on this 
exchange are completely without stock 
quotations. Hence it takes no stretch 
of the imagination to visualize a tremen- 
dous volume of stock business pouring 
in over this private wire system, 


ESULTS for the feeder 


are the only measure of 


worth for any feeds. Interna- 


tional Feeds are “guaranteed to 


produce better results at lower 


cost,” and repeat orders just 


naturally follow. For greater 


customer satisfaction and more 


profit for yourself, sell— 


INTERNATIONAL 
Sue? FEEDS 


Manufactured by 
International Sugar Feed Company 


MINNEAPOLIS 


MEMPHIS 
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Feed Distributors to Meet June 7 


At French Lick, Ind. 


Special Conclave Will Decide Future Policy of Organization 
May Break with Grain Dealers and Increase Scope of Activities 


EMBERS of the United States 
M Feed Distributors association 

will join the American feed 
manufacturers at their annual conven- 
tion at French Lick and will hold a 
special meeting Friday evening, June 7, 
at 8:30 o’clock. Several proposed amend- 
ments will be submitted for a vote. 

The United States Feed Distributors 
association is confronted with the ques- 
tion of giving up its present identity and 
becoming merged with the Grain Deal- 
ers National association or continuing 
to operate independently but without 
affiliation and on a larger scale. This 
question was first brought up at.the 
annual convention held at Boston, 
Mass., last September. It was then de- 
cided to submit the proposal to a vote 
of the members by a mail referendum. 

Mail Referendum Failed 

Results of the referendum were an- 
nounced at a special meeting of the 
feed distributors’ board of directors 
which was held March 15 and the offi- 
cial count was 40 votes for independent 
operation on a larger scale and 38 for 
a complete merging with the Grain 
Dealers National association, with 
which the United States Feed Distribu- 
tors association is affiliated. Twenty- 
four members did not reply. 

Results of the referendum left the 
question undecided because the by- 
laws of the United States Feed Dis- 
tributors association require a_ two- 
thirds’ majority of the entire member- 
ship for adoption. Directors of the 
organization then decided to re-submit 
the question to members at a special 
meeting to be held at French Lick, 
June 7. At this time only a majority 
vote of the members present will be 
required for a decision. 

Grain Men Set for Change 

Directors of the Grain Dealers Na- 
tional association have already voted, 
30 to 2, for a merger and have agreed 
to change their name to the Grain 
and Feed Dealers National association 
and to conduct their activities to serve 
both types of memberships. The rec- 
ommendation of the directors for 
changing the name of the organization 
will be submitted for approval of the 
members at the October convention. 

If the United States Feed Distributors 
association decides to become an en- 
tirely independent body at the special 
French Lick meeting, a new program, 


increased membership and a_ wider 
scope of activities will be planned. Be- 
fore the organization can dissolve its 
affiliation with the Grain Dealers Na- 
tional, however, article XI of the by- 
laws reading, “this association is here- 
by affiliated with the Grain Dealers 
National association and as such affil- 
iated organization its members are re- 
quired to submit business disputes to 
the arbitration and disposition of the 
appropriate committee of the said 
Grain Dealers National association,’ 
must be repealed. 

An article empowering the president 
of the feed distributors to appoint arbi- 
tration committees would be substitut- 
ed. Other amendments to the by-laws 
on dues, membership and methods of 
voting will be submitted at the special 
French Lick meeting. Copies of the 
proposed amendments have been sent 
to all members by D. J. Schuh, Cincin- 
nati, Ohio, secretary. 

If members of the United States 
Feed Distributors association decide to 
merge completely with the grain deal- 
ers the two bodies will function as one 


under the name of the Grain and Feed 
Dealers National association. The 
question will be definitely settled at 
the French Lick meeting. Secretary 
Schuh requests all members to attend 
and to cast their vote for the action 
they deem best for the future success 
of their organization. Attendance of 
10 members is necessary for a quorum. 


HERSCHEL CRISWELL, Indiano- 
la, Ia., has been appointed manager of 
the Indianola Feed & Supply Co., to 
succeed H. H. Kirkpatrick. 


CLARENCE BRUEMMER, Steph- 
enson, Mich., has taken over the interest 
of his father, Herman Bruemmer, in the 
Stephenson Flouring Mills. 


BEROUN PRODUCE CO., Beroun, 
Minn., has been incorporated for $15,000 
to deal in flour and feed. 


J. R. BEGGS CO., Rock Creek, 
Minn., has purchased the feed mill and 
store of Ansel Glader and retained Mr. 
Glader as manager. 


FIRE PREVENTION 


POWER HAZARDS—This is the sixth of a series of articles ‘written 
especially for feed dealers by R. D. MacDaniel, manager service depart- 
ment, Grain Dealers National Mutual Fire Insurance Co. 


HE hazards of the power unit 

are, of course, dependent upon 

the kind of power used. If 

steam power, the hazards are the same 

as for any other heating unit except in 
degree. 

If an internal combustion engine is 
used, it is important that thé fuel tank 
be outside the building, that all fuel 
be delivered to the engine by pump, 
that all fuel pumping be rigidly installed 
and protected from mechanical injury. 

The two most prolific sources of fire 
associated with internal combustion en- 
gine power units are the exhaust pipe 
and backfire hazards. Exhaust pipes 
(and pots) should be clear of any com- 
bustible material for a distance equal to 
the diameter of the pipe. A metal ven- 
tilating thimble or hood should be used 
for closing openings in walls or roofs 
occasioned by exhaust pipe passing 
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through, but do not fill this space solid- 
ly, for many materials incombustible in 
themselves are yet transmitters of heat.’ 
Exhaust pipes should exhaust outside of 
buildings to a clean space free of com- 
bustible materials. 

The relative location of carburetor 
and air intake of many types of car- 
buretion engines is such that a backfire 
is likely to ignite fuel leakage or over- 
flow. This can very effectively be 
avoided by extending the air intake by 
means of a pipe to a point three feet 
away from—preferably above—the car- 
buretor. Such a device is standard 
equipment on several types of engines 
but can be installed at low cost by any 
{inner. Anyone using an engine of this 
kind should not fail to eliminate the 
backfire hazard as it is likely the most 
serious hazard of his power installation. 
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Forging Ahead New Goals 


When the Murson Corn Cutter was first put on the 
market, certain capacities were fixed by repeated tests 
as being representative of what the machine would do 
under actual working conditions. 


Then what happened—report after report saying thet 
our capacities were fixed too low—several exceeding our 
claims by over 25%. Other reports that tests taken 
against other cutters showed much larger capacities per 
horsepower for the Munson. 


Best of all, sales jumped way ahead of our expecta- 
tions—proving, we believe, that millers pass along good 
things and that they are quick to realize values. 


Possibly you would like descriptive literature of this 
pace setting machine. Just pin the coupon to your let- 
terhead and send it along. 


MUNSON MILL MACHINERY Co. 


Established 1825 


ATTRITION MILLS 

EAR CORN CRUSHERS CORN CUTTERS 

SCALPERS BUHR MILLS 
CLEANING AND GRADING MACHINERY 


BATCH MIXERS 


UTICA, N. Y. 


Without obligation, send literature 
about the Munson corn cutter. 


Name 


Agents for the 
HOCKING VALLEY HAMMER MILL 
Address 
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Wisconsin Feed Dealers 


We congratulate you on the fine success of your 
dealers’ association. We wish each one of you the 
same success this coming season. Remember we 
are here to help you gain that end by supplying 
you with Quality Feeds at the Right Price with 
Service as you want it. Doughboy Dealers every- 
where have prospered and we want you to do the 
same. Let us grow together. Let’s go ! 


THE MODERN HOME OF DOUGHBOY FEEDS 


Phones 

H 

| Telegraph 
Western 


| 


Union 


NEW RICHMOND ROLLER MILLS Co. QUALITY “SERVICE PRICE 
NEW RICHMOND, WISCONSIN 
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now on cash basis 


John -O. Yeomans, secretary and 
manager of the Coxsackie Milling & 
Supply Co., West Coxsackie, N. Y., has 
announced that his company went on a 
strictly cash basis on April 1. 

A letter announcing the change was 
sent to all customers with a statement 
that the cash plan would make it pos- 
sible to substantially reduce the prices 
en all merchandise. 

“Our customers seem to like the 
change,” said Mr. Yeomans. “We have 
not tried the plan long enough yet to 
determine its actual results but we are 
satisfied to date and so are our custom- 
ers. I believe the cash plan is the only 
one that is economically sound right 
now for a retail feed store.” 


JOHN A. JOHNSON, Dresser Junc- 
tion, Wis., has purchased the feed store 
-of Ernst Olson. 


SUPERIOR FEED MILLS 
Oklahoma City, Okla., has purchased 
the Belt Mill & Grain Co., of that city 
and moved the equipment to its own 
plant for use as a meal manufacturing 
plant. 


Federation to 


Iowa Feed Dealers Attend 
College Short Course 


OWA feed dealers went to school 
I May 13 and 14, attending a two- 

day course on poultry and livestock 
feeding conducted by the animal hus- 
bandry department of the Iowa State 
College of Agriculture, Ames. Lectures 
were devoted to the analyzing of prob- 
lems that confront dealers in their serv- 
ice to feeders. 

The program opened with-a talk by 
H. H. Kildee, head of the animal hus- 
bandry department. He welcomed the 
dealers and outlined the program and 
the purpose of the two-day course. First 
day lectures were as follows: “Some 
Fundamentals of Livestock Feeding”, 
Rex Beresford, animal husbandry exten- 
sion service; “The Essentials of an Ad- 
equate and Practical Ration”, A. L. An- 
derson, animal husbandry department; 
“Value of the Source of Vitamins in 
Livestock Feeding”, V. E. Nelson, pro- 
fessor of chemistry; “The Iowa Feed 
Law and Its Administration”, Carl N. 
Kennedy, assistant secretary of agricul- 
ture. 

In the evening, the dealers and the 
short-course staff assembled for dinner 


Map Program 


For Ensuing Year 


HE Eastern Federation of Feed 
Merchants will, at the Alexan- 
dria Bay convention, adopt a 
ten-fold program to govern its activi- 
ties during the coming year. Out of 
scores of major projects which the fed- 
eration has been asked to sponsor, the 
ten most important will be selected and 
the energies of the organization concen- 
trated on them. 

“That does not mean that we will 
limit our interest to 10 matters,” said 
W. S. Van Derzee, Albany, N. Y., pres- 
ident. “There are new trade problems 
presented to us every day and we will 
continue to handle them as they arise. 
By selecting the ten problems that seem 
to need first attention we will simply 
direct our concentrated attention to 
them in order to conduct a program 
that will be most beneficial to all of the 
members.” 

Before the June convention, question- 
naires will be sent to members asking 
them to vote on the projects already 
suggested and to add others that should 
be included. The final program will be 
drafted by the executive committee 
when it meets at Alexandria Bay during 
the convention and it will be presented 


to the membership at the concluding 
business session. 

Among the important projects listed 
are the following: 

Establishment of a credit exchange 
and an approved collection service. 

Conduct an educational publicity cam- 
paign. 

Study accurately milling and mixing 
charges and make recommendation for 
uniform: charges. 

Sponsor a policy of cash operation 
and gather and provide to members 
complete data regarding cash and credit 
systems. 

Determine costs of fixed overhead and 
furnish regularly to members. This 
would include deliveries, bags, etc. 

Study the possibility of chain store 
operation and its effect on the retail 
feed dealer. 

Provide a commission to designate 
each year the retail dealer or firm offer- 
ing the most constructive suggestions 
for advancement of the trade. Suitable 
award to be made. 

Set up a group of committees to 
handle special trade problems. The 
combined committees to form an advis- 
ory council. 
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at the Memorial Union. Dr. C. F. Cur- 
tiss, dean and director of the college 
and experiment station, was the princi- 
pal speaker. A question box discussion 
directed by members of the staff, was 
held following his talk. 


School reopened Tuesday with a lec- 
ture on “Poultry Feeds and Feeding”, 
by R. L. Cochran, professor of poultry 
husbandry. Dr. John M. Evvard, chief 
of the experiment station animal hus- 
bandry section, followed with a talk on 
“Swine Feeds and Feeding.” “Beef 
Cattle Feeds and Feeding” was ex- 
plained by C. C. Culbertson, assistant 
chief of the experiment station animal 
husbandry secton. Franb Robotka, as- 
sociate professor of marketing, con- 
cluded the program with a lecture on 
“Price Cycles in Commercial Feeds.” 
Questions were asked by the dealers 
and discussions were heid during the 
course. 


Those who attended were E. N. Alban, 
Swift & Co., Waterloo; C. O. Baltisber- 
ger, Montezuma; W. T. Barr, Ames; Re- 
liable Products Co., Ames; W. E. Bean- 
blossom, Philip R. Park, Inc., Ames; 
Robert Boehner, Malvern Milling Co., 
Malvern; O. O. Clark, Swift & Co., 
Marion; J. D. Dainty, Farmers’ Cooper- 
ative Exchange, Knoxville; D. D. Duns- 
moor, Fort Dodge Flour & Feed Co., 
Fort Dodge; T. F. Finnegan, Farmers’ 
Union Exchange, Denison; E. H. Fox, 
Fox Chemical Co., Des Moines; A. W. 
Frowing, Frowing Grain & Coal Co., 
Allison; W. V. Gousseff, Philip R. Park, 
Inc., Des Moines; A. H. Griffith, Gil- 
christ Coal & Feed Co., Ames; R. L. 
Guise, Ames Reliable Products Co.. 
Ames; J. E. Hall, Fort Dodge Flour 
& Feed Co., Sac City; A. J. Hahn, 
Fort Dodge Flour & Feed Co., Fort 
Dodge; C. M. Hidding, Quaker Oats 
Co., Cedar Rapids; S. D. Hollett, Swift 
& Co., Chicago; W. E. Kelloway, Wal- 
nut Grove Products Co., Des Moines; 
C. R. Kline, Fort Dodge Flour & Feed 
Co., Storm Lake; Gerhard Larson, Far- 
mers Cooperative Elevator Exchange, 
Albert City; W. C. Lingren, Farmers 
Elevator Co., Forest City; F. L. Maher, 
Fort Dodge Flour & Feed Co., Fort 
Dodge; Azel MclIlrath, lowa Farm Bu- 
reau Service Co., Des Moines; Merle 
Perisho, Rath Packing Co., Waterloo; 
Edward H. Peterson, Iowa Cooperative 
Elevator Co., Dixon; Paul Peterson, P. 
Peterson Grain, Feed & Seed Co., Mon- 
tezuma; George Potgeter, Eldora; L. 
W. Reynolds, Champion Milling & 
Grain Co., Des Moines; G. D. Riley, 
Fort Dodge Flour & Feed Co., Fort 
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<a ‘‘All your needs in grain and feeds’’ > 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia......................02005 Gluten Feed 
HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
AMERICAN MOLASSES CO., New York City................ Blackstrav Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa........................ Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


Page Forty 


The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 18-F 


The Grain Machinery Co. 
Marion, Ohio 


We want live Sales Representatives in our open territories. 
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Dodge; John Sampson, Fort Dodge 
Flour & Feed Co., Eagle Grove; George 
H. Schaaf, Purina Mills, Des Moines; 
Henry H. Smit, Fort Dodge Flour & 
Feed Co., Parkersburg; H. W. Swan- 
son, Quaker Oats Co., Des Moines; 
Emil A. Weike, John L. Franks & Co., 
Miles; H. B. Winchester, Purina Mills, 
Cedar Falls; C. Hinshaw, Des Moines. 


Don't Wait for New Corn 
Hog Raisers Told 


March-farrowed pigs should not be 
held back in order to finish them on 
supposedly cheap, new corn in the fall, 
according to Dr. W. E. Carroll, chief 
of swine husbandry at the college of 
agriculture, University of Illinois. 

“Too many March-farrowed pigs,” 
Dr. Carroll reports, “fail to make the 
more profitable fall market because 
their owners think corn is too high to 
justify feeding them a full ration dur- 
ing the summer. They choose rather 
to grow pigs slowly on oats and pas- 
ture and put the last 100 pounds on’ 
them with new corn. There has never 
been a year since the war when con- 
ditions justified this plan.” 

Many hog raisers lost profits last 
year because they held off feeding for 
new corn, according to Dr. Carroll. 
With summer corn scarce and high 
priced and oats plentiful and cheap, 
farmers naturally fed oats and let the 
pigs out on pasture. 

“As a matter of fact,” points out Dr. 
Carroll, “new corn was about 15 cents 
a bushel cheaper than the old crop had 
been during the summer. The farmer 
saved about $1.20 a head by holding off 
for the new crop. A 225-pound hog, 
however, was worth $9.56 more in Sep- 
tember than in December. Thus there 
was a net difference of $8.36 in profit 
per head for the pig which was kept on 
a ration of old corn and marketed in 
September.” 

These are good points for a feed 
dealer to emphasize to farmers to in- 
crease the sale of corn during the sum- 
mer months. 


FARMERS COOP. CO., Elk Horn, 
Ja., is building an elevator to replace the 
one destroyed by fire recently. 


TEACHERS FOR SALESMEN 

School will soon be out, which will 
suggest to some feed dealers that now 
is the time to line up teachers to do 
survey work, selling, culling and in 
other ways extend the service of your 
store during the summer. Dealers hir- 
ing teachers can often get competent 
help at reasonable salaries and teach- 
ers generally make good salesmen, es- 
pecially in the territories where they are 
instructing. 
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New England Agriculture Needs 
Aid of Feed Dealers 


(Continued from Page Nineteen) 


nish it with a high quality product and 
keep our cost of production down to the 
minimum. Let us not fool ourselves. 
There are yet long strides which may 
be taken along the road that leads to 
improvement. A highly qualified leader- 
ship is showing us the way and a more 
profitable goal leads us on. Is it not 
good business sense for all of us to bend 
every energy to accomplishment of a 
greater efficiency on our poultry farms, 
in our methods of marketing and clear 
through the whole gamut of poultry 
production. Herein is the second great 
move toward a continuing and a pros- 
peroug New England agriculture. 


Orcharding and fruit growing is a 
subject within itself, yet we all must 
realize that there remains to us yet an 
infinite opportunity to expand in this 
direction. Our nearby markets are con- 
suming tremendous quantities of fruit 
which we can and _ should produce. 
There are perplexing problems that con- 
front the orchardists. Perhaps some of 
them are insoluble, but it seems almost 
a certainty that we can still go a long 
way, especially with our New England 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


apples. The skeptic may ask what the 
feed dealer has to do with the produc- 
tion of apples, but if the grain dealer 
knows anything at all, he knows that 
whatever puts another dollar in the 
New England farmers’ pocket adds just 
so much to his own security. The dealer 
can well afford to do what he can to 
promote and protect this industry. 

What about sheep? Well, there are 
places where sheep are quite clearly in- 
dicated just as there are places where 
potato growing, tobacco farming and 
truck gardening are indicated. Wher- 
ever this is the case let us turn to sheep 
growing with a warm and fervent inter- 
est. There is money in it without doubt; 
so much has been proved and a grow- 
ing number of men of sound judgment 
are advocating a return to this one time 
important farm industry. Much help is 
available and any farmer properly lo- 
cated and equipped can embark in the 
sheep business with a fair promise of 
success. In the nature of things this 
industry has its limitations, and only 
those especially qualified should consider 
it. 


In the long run, we must go back to 


three and only three phases of farming 
as far as all of New England is con- 
cerned, if we would hold our places in 
the agricultural sun. We must depend 
upon dairying, poultry raising and or- 
charding to see us through. And de- 
pending on these three, we must devote 
ourselves to their development with an 
earnestness more universal than we have 
yet approached. We must all, agricul- 
tural leaders, farmers, grain dealers and 
everyone else interested in keeping New 
England agriculturally alive and pros- 
perous, turn again to the task with a 
resolute will and a high courage. 


A. L. HUCKLE, LeMars, Ia., has 
opened a flour, feed and seed store in 
the building formerly occupied by the 
Geo. Hammet feed store. 


SEXAUER & SON, Brookings, S. 
D., have purchased the Atlas Elevator 
& Grain Co. property in Brookings. 
They are remodeling the buildings for 


warehouse use and _ installing new 
machinery. 
T. R. SPENCE, Oclwein, Ia., has 


purchased the interest of his partner, 
E. B. MacKenzie, in the MacKenzie & 
Spence Co., of that city and will operate 
the coal, elevator, flour and feed busi- 
ness alone in the future. 


FEEDS AND FEEDING 


Latest Complete Illustrated Edition 


By Profs. W. A. Henry and F. B. Morrison | 


COMMERCIAL FEEDS 


By W. H. Strowd 


These two books should be read and kept for handy 
reference by every feed dealer, miller, manufacturer 


and jobber. 


They include the latest available informa- 


tion on feeding, feed ingredients, feed manufacturing 


and feed merchandising. 


The price of the complete illustrated edition of Feeds 
and Feeding is $4.50 per copy, f.o.b. Milwaukee, and 
the price of Commercial Feeds is $3.00 per copy, f. 0. b. 


Milwaukee. 


Send check or money order for one or 


both books to get shipment by return mail or express. 


The special price for one copy of Feeds and Feeding in 
combination with a one year subscription to The Feed 
Bag, at $2.00 for twelve months, is $5.50. The price for 
Commercial Feeds with The Feed Bag is $4.00. The 
price for the both books with The Feed Bag is $7.50. 


For Sale By 


Che feed Bag 


86 E. Michigan Street 
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Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one ear. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


Millfeeds 
Oil Meal 


Corn and Oats 


“FRANKLIN” 


GROUND FLAX 
SCREENINGS 


Tue Haertet Inc. 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 
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Central Retail Feed 
Association 


June 4-5 


close to rail and water | 
terminals and is right inthe [Rae 
heart of the city. Youll get | 

finer accommodations, larger 
rooms for your money and 
the very best of hotel service. jf 
Come to “The Plankinton", | 
you'll say that it offers one | 
of the greatest values in 


THE PLANKINTON IS AKEENAN SYSTEM HOTEL, 
JAMES F. KEENAN - President, 


The Plankinton Coffee shop is 


nationally known for its quality 
Foods at Reasonable Prices .... 


50c Luncheon $1.00 Dinner 


7 A. M. to 1 A. M. 


NEW REDUCED RATES 
$2.50 — $3.00 — $3.50 


TUB OR SHOWER 


Garage and Parkin’ Station 
Adjacent. 


‘““Nothing Old Fashioned 
but the Hospitality” 


Make Your Reservations Early 


PLANKINTON HOTEL 


Milwaukee Wisconsin 
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CO-OPERATIVE CREAMERY, 
Flom, Minn., is building a large feed 
warehouse and will handle dairy pro- 
ducts and feeds. 


Former Wisconsin Dealer 
Visits California 


Everett Baker, formerly a feed dealer 
at Janesville, Wis., recently returned 
from a tour through Mexico and the 
southern and western states. 

Mr. Baker spent several weeks in Cal- 
ifornia where he reports the feed busi- 
ness is conducted differently than in the 
Badger state. California dealers, ac- 
cording to Mr. Baker, cater mostly to 
poultrymen and the sales are in smaller 
volume. All mash rations are featured. 

Mr. Baker spent some time in Mexico 
just before the outbreak of the revolu- 
tion. He was asked for pictures of feed 
stores in this territory but replied that 
he did not encounter any and that the 
Mexican government forbids any tourist 
from taking photographs. 

On his return trip through Kansas he 
was favorably impressed by the wheat 
crop and predicted a big yield from this 
state for 1929. 

Mr. Baker’s mother, who is 72 years 
old, accompanied him on the trip and 
enjoyed every mile of it. 


Credit Policy 


Is Dangerous 


Unless Carefully Handled 


(Continued from Page Twenty-three) 
the account is incurred before milk, 
stock yard or crop payments come in 
usually decides the period. 

One of the most successful country 
credit grantors the investigator encoun- 
tered does virtually a banking business 
with farmers of his district. If secured 
credit is necessary, he frequently will 
advance all the money the farmer needs 
to finance his season, additional to credit 
extended for merchandise. A_ large 
amount of capital is required to operate 
on this basis, and actual value of se- 
curity. Through credit dealing, the 
store is able to do a far greater volume 
than it otherwise would. Customers con- 
centrate their buying with it, do not 
quibble over prices. The system oper- 
ates for growth of net profits. 

Have a Systematic Followup 

As well managed city stores have very 
efficient followup systems, so the feed 
dealer under country conditions will 
need a system, too. Here is one, very 
successful in use, which the investiga- 
tor recommends. 

It is a delinquency list, taken off at 
intervals with regard for milk, stock 


and crop money dates of the section. 
The list of delinquents covers all cus- 
tomers whose accounts are part due and 
is constantly before the owner of the 
business. He gives it attention in this 
way, that he finds opportunity to have a 
personal and intimate talk, as necessary, 
with each delinquent on the list. 


There is a condition in country credit 
which enters here, and that is the pre- 
vailing disuse of letters and telephone 
compared with the personal talk. Toa 
city customer, a communication by mail 
is an ordinary thing. A communication 
by mail to the country customer has 
a strangeness about it which may of- 
fend. The telephone is avoided by many 
country grantors, too, because most 
farmers are on party lines, which are 
very public things. 


These conditions make especially ad- 
visable the personal talk but they should 
not be taken to bar the letter or tele- 
phone call. Certainly, the telephone can 
be used, if necessary, to ask the farmer 
to call at the office. The letter can be 
used if opportunity to make the person- 
al call is not had. Judgment will be 


The Miller and Feed Dealer 


who 
who 


and live stock of all ages. 


sells the product that is needed every day in the year is the one 
makes the most money and establishes a year ’round business 


| is a year round seller in every community because it is necessary to the health of poultry 
‘a Semi-Solid Buttermilk makes eggs more fertile, is the first and 


uttermilk 


REAL BUTTERMILK, RICH IN BUTTER FAT—NOT SKIM MILK 


only drink for baby chicks, hastens growth, improves health and produces more eggs. 


Buttermilk 


| offers you a real quality product with proven merit and selling co-operation of a reliable 
organization that will stand back of you in every transaction you make with your cus- 
tomers. It makes new customers and holds your regular trade, because you are helping 
them to make more money out of their product. 


f Now that farmers are feeding more of their home-grown grains to both poultry and hogs 
there is no better supplement for this kind of feed than Semi-Solid Buttermilk. 
For sixteen years SEMI-SOLID BUTTERMILK has been building an enviable 
reputation on a product that is imitated but never duplicated. 

IF YOU ARE NOT NOW SELLING 


Packed in pails, kegs, 
half barrels and barrels 


to meet the demand of 
COMMUNICATE WITH 


Consolidated Products Co. 4750 Sheridan Road, Chicago 
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shown. 
A “Require Cash” List 

Another device in country credit to 
insure careful operation is a require- 
cash list, kept convenient to the cash 
register. In this, all former customers 
of whom cash is now required are kept. 
The list is, of course, revised from time 


to time. 

Learn to stop losses in incipiency. A 
study of accumulated bad debts in nu- 
merous poorly-managed country busi- 
nesses shows a high proportion which 
are double, triple, several times as large 
as there is any reason they should be. 
Every credit grantor makes an occasion- 


WHEAT 


OATS 


STRAIGHT CARS 


RYE 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


BETTER SERVICE”’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices 


MIXED CARS 


xvid 


MILL FEEDS 


GROUND FEEDS 


OILMEAL 


KREAMO 


SWEET DAIRY FEED 


164% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


White Swan Flour 
and White Swan Feed 
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What is three in one. Some one said 
machine oil, but we have a new three in 
one. It is our WHITE SWAN LINE. 
We have installed modern machinery to 
manufacture Poultry, Dairy and Hog 
Feeds in conjunction with our flour mill. 
We can put flour, millfeeds and mixed 
feedsin one car. It takes less investment 
and less storage room and assures quicker 
turnover of your capital. Try a mixed 
car from us. Positions open for real live 
salesmen. Apply. 


SPRINGFIELD MILLING COMPANY 


Springfield, Minnesota 
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al mistake. When the deal is not work- 
ing out as it should, exercise judgment. 
‘Close the account permanently, or sus- 
pend credit until the delinquency condi- 
tion is cleared up. 

You must learn when to “go along” 
with a good credit customer who is in 
temporary difficulties, and when to ex- 
ercise legal resort and get your money. 
There is a one right time to collect. 
No formula for it can be laid down. 

Finally, learn credit salesmanship. 
You expect to use psychology in your 
selling. Use it in discussing credit sit- 
uations, and in handling collections. A 
man with developed credit salesmanship 
can operate on strict credit lines, and 
still do a larger volume of credit busi- 
ness than an unskilled man who blun- 
ders into over-liberality. 


Wisconsin Farm Papers 
In Consolidation 


The two old Wisconsin state farm 
papers have been consolidated, effective 
June 1, and will hereafter be issued as 
one publication. The name of the new 
publication will be Wisconsin Agricul- 
turist and Farmer. It will be published 
at Racine, Wis., and issued every Satur- 
day. 

Officers of the Wisconsin Agricultur- 
ist and Farmer are John F. Cunning- 
ham, president; Dante M. Pierce and M. 
J. Knoblock, vice-presidents; M. W. Ev- 
erett, secretary-treasurer; and Glenn 
Snyder, general manager. 

The merged editorial staff will in- 
clude Mr. Cunningham, editor; E. R. 
McIntyre, F. B. Swingle, Carl H. Rott, 
associate editors; C. H. Everett, editor 
emeritus, and the regular staff of depart- 
mental heads. 


BUFFALO CORN EXCHANGE 

C. C. Lewis, president of the Lewis 
Grain Corp., Buffalo, was _ re-elected 
president of the Corn Exchange of Buf- 
falo for 1929 at the annual election held 
recently. Mr. Lewis and E. E. McCon- 
nell, McConnell Grain Corp., were re- 
elected directors for three years. H. E. 
Tweeden, Gargill Grain Co., was the 
only new member elected to the board 
of directors. Other officers for the cur- 
rent year are Mr. McConnell, vice-pres- 
ident; E. B. Black, treasurer; and Fred 
E. Pond, secretary and assistant treas- 
urer. 


NEW GREEN BAY FIRM 

C. W. Hendrie, Green Bay, Wis., and 
T. C. Lyman, Milwaukee, have purch- 
ased the grain elevator formerly owned 
and operated by Emil MHauterbrook, 
Green Bay. The new firm will be 
known as the Green Bay Elevator Co. 
and will conduct a general retail and 
wholesale business in flour and feed. 


The Minerals 


and Proteins 


TRUVEN'S 


ADE from the whole 

Menhaden Fish, Fresh 
from the Sea — are com- 
bined in an easily assimil- 
able form that greatly in- 
creases the efficiency and 
therefore the popularity of 
the mixed feed. 


The most successful feed 
manufacturers of the 
country are using it. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Yes sir] 


POWER’ 


That's what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows andcan 
give youquick 
service. 


Interesting, il- 
lustrated' de- 
scriptive mat- 
ter free for the 
asking, 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


ESS. ES 


“ay 


NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
a on raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 

ROL—entirely at our expense—an offer no one can reasonably decline The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual! proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertising which will PROVE that Barnes Emulsion is 
the only true and PERMANENT CONTROL of WORMS in 
chickens and other fowl. Advertising which will PROVE that 
other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 
alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
ker control of Worms. National advertising which will get orders coming for Barnes 

mulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 
for wholesale prices, corms advertising helps and guarantee. Our plan is an eye- 


opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 
Laboratories and Factory, Box 85, Gardena, Calif. 


| 
DAIRY RATION 


4 
WASHBURN CROSBY 


GOLD MEDAL 


Pouttry Feeps, Hoc Feeps, Dairy RaTIon 


WASHBURN CROSBY COMPANY 
MINNEAPOLIS, MINN. KANSAS CITY, MO. 
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Golden Brothers Co. Store 
Holds Open House 


Golden Bros. Co., Thomasville, Ga., 
were hosts to more than 4,000 visitors 
at the recent grand opening of their 
combination feed and grocery store. 
The guests were treated to refreshments 
and were conducted through the various 
departments of the new headquarters. 

“Outside of a state fair this is one 
of the biggest events I kave ever at- 
tended,” said one of the helpers who 
dispensed coffee to the visitors. 

Fellow merchants in Thomasville 
showed their esteem and appreciation of 
the Golden Bros. Co. by extending con- 


gratulations in advertisements which oc- 
cupied four pages of the home town 
paper. In their new quarters, the firm 
intends to give more and better service 
than it has in its many years of past 
operation in the locality. The spacious, 
new warehouse which adjoins the gro- 
cery store facilitates handling a larger 
stock of feeds. A fleet of trucks is 
maintained by Golden Bros. Co. to in- 
sure quick delivery to customers. 


COPLEY MILLING & SUPPLY 
CO., Copley, Ohio, has been incorpor- 
ated with a capital stock of $50,000. The 
incorporators are R. A. Hershey, L. A. 
Lombardi and R. J. McGowan. 


With a warehouse capacity of over 2,500 


tons of sacked feed — we are in splendid 


shape to give good service on straight or 


mixed cars of anything in feed. 


WE WOULD APPRECIATE YOUR INQUIRIES 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Feed — Grain — Hay 


BRANCH OFFICES: 


ALGOMA, IOWA 
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Feed Firm Urges Dealers 
To Sell for Cash 


King Brothers & Co., wholesale feed 
merchants of Philadelphia, Pa., have 
given a boost to the “cash plan” advo- 
cated for retail feed stores. 

Each month the firm sends to all its 
customers and prospects a blotter on 
which is a pertinent quotation, state- 
ment or bit of trade news. The March 
blotter carries the following article: 

“Recently one dealer told us he had 
$66,000 on the books — and another 
$30,000 — and another $20,000. 

“After listening to members of the 
Eastern Federation at Binghamton dis- 
cussing notes, judgements, chattel 
mortgages and the difficulties in col- 
lecting, even thus fortified—all the out- 
growth of selling on credit—one won- 
ders how much longer the dealers can 
stand this. 

“At the Binghamton meeting, a 
judge having considerable experience 
along credit lines pointed out that those 
who owe money should be made to 
pay. Many dealers fear they will drive 
customers away by insisting on pay- 
ment. The reverse has proven the case. 
In other words, the more the customer 
owes, the more likely he is to go to 
your competitor and buy for cash when 
he has the money—leaving you holding 
the bag. 

“Insist that your customers pay off 
their indebtedness and put them in the 
self-respecting class. Too easy credit 
is not good for anybody, and it is the 
ruination of many. Who wants to be 
the goat?” 


BROWN-FALLGATTER CO., Wat- 
erloo, Ia., operator of the mill formerly 
ly owned by the Waterloo & Cedar 
Falls Union Mill Co., Cedar Falls, Ia., 
has increased its capital stock from 
$60,000 to $100,000. The firm manufac- 
tures corn meal, wholewheat flour, pan- 
cake flours and feeds for dairy cattle and 
hogs. W. A. Fallgatter ‘is president, 
and H. I» Brown, secretary. 


A Patented Rasp-Like Self-Sharpening Cutting Plate 


is but one of many features of the Jacobson Grinders which guaran- 
tee greater capacity than can be secured with any other machine. 
Jacobson Grinders are not only superior from the standpoint of 
capacities, but their construction — precise and rugged — assured 


smoothness of operation and long, trouble-free performance. 


Solve 


your feed grinding problems once and for all by installing a Jacob- 


son Grinder! 
sizes, from 3 to 75 h.p. 


There is a model for every purpose in a long range of 


Write today for new booklets describing the ““AJACS’’ and other Jacobson Grinders. 


A. E. JACOBSON WORKS, Inc. 


Pays in Many. 
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Assembly Committee Rejects 
Open Formula Bill 


The assembly committee on agricul- 
ture of the Wiscotsin state legislature 
held a public hearing on bill 636-A at 
the state capitol, Madison, May 8. 

The bill would amend the present 
Wisconsin feed labeling law to make 
an open formula compulsory for all feed 
sold in the state and is identical with 
one introduced by Senator J. C. Schu- 
man and rejected in the senate early 
this year. Senators Schuman and W. 
H. Hunt were the only persons to ap- 
pear in favor of the bill at the hearing 
while about 30 persons, equally divided 
among farmers, feed dealers and feed 
manufacturers, appeared against the 
measure. 

Prof. Geo. C. Humphrey, of the Uni- 
versity of Wisconsin, and W. B. Griem, 
chief of the feed and fertilizer inspec- 
tion division of the state department of 
agriculture, were present at the invita- 
tion of the committee and testified to 
the effect that the proposed law could 
not be enforced. 

Following the hearing, the committee 
reported the bill back to the assembly 
with the unanimous recommendation 
that any action on it should be indefi- 
nitely postponed. It came up on the 
floor of the assembly for action, May 
15, at which time Assemblyman M. J. 
Mersch requested that final action be 
held up pending a report of the assem- 
bly committee investigating conditions 
at the Superior grain elevators. His 
request was granted. 


ED. SHULT, Ortonville, Minn., who 
recently retired from the firm of Shult 
& Olson, doing business as the Orton- 
ville Seed & Supply House, has again 
entered the feed business and will 
handle seeds and feeds. The name of 
the firm, will be Shult & Co. 


PURINA MILL PROMOTIONS 

Wm. H. Danforth, St. Louis, Mo., 
president of Purina Mills, has an- 
nounced the organization of a merchan- 
dising department of that firm under 
the direction of Wm. Sample and the 
appointment of John S. Jones as man- 
ager of the department. E. G. Cher- 
bonnier, secretary of the Ralston-Purina 
Co., will be in charge of the poultry 
chow department in addition to the 
stock chow departments. G. P. Plais- 
ance has been appointed manager of the 
poultry fattening department and Clar- 
ence Johnson will work under Mr. Cher- 
bonnier as manager of the poultry chow 
department. R. J. Howat is manager 
of the dairy chow department and Don- 
ald Danforth has been elected vice-pres- 
ident and treasurer of the Ralston- 
Purina Co. 


Travel the Sure-Safe Route 
A Short Cut to Real Service 
STATIONS 
MILWAUKEE, WIS. 

Minneapolis, Minn. New York, N. Y. 

Duluth, Minn. Boston, Mass. 
Fairmont, Minn. Buffalo, N. Y. 
Marshall, Minn. Toledo, Ohio 
Sioux Falls, S. D. Green Bay, Wis. 
CARGILL GRAIN Co. 
Grain 


Two t items 
in great demand now, 


WERFUL advertising campaigns 1n national 

and specialized farm papers educate poultrymen 

to use B-K for poultry sanitation and Vernox Tab- 

lets for worming flocks. Advertisements direct 
poultrymen to the hardware and feed stores. 

If you aren’t stocking these two quick-moving 
lines you are missing golden profits. Cash in on the 
poultryman’s response to our big advertising cam- 
paign. 

Write for details of our Merchandising Plan and 
our advertising and sales helps offered our dealers. 


GENERAL LABORATORIES 


679 Dickinson St. 13631 Madison, Wisconsin 


—- 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


DIAMOND Ball Bearing 
ATTRITION MILLS 


will increase your grinding PROFITS and keep your 
overhead down. Make us prove it. Write today. 


Diamond Huller Co., Winona, Minn. 
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Now Is The Time 


to make outside repairs. Loose siding 
should be renailed or replaced when the 
weather is good and before grain is placed 
in storage. 

Many elevators are now being protected against light- 
ning to avoid damage during the crop movement when 
loss of elevator would mean loss of the season’s profits. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 
Our motto is: ‘“‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 


WE SELL DEALERS ONLY 
Queen Wheat Feed 


is a Pure Wheat offal 
~ = and is manufactured in 

a our own mills. Can fur- 
‘nail nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


=— 


= WHEAT FEED Cherokee Middlings. 

__ Bran, Screenings not exceeding mill ren ed 

CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 
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J. J. Fitzgerald C. R. McCotter 
Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. maha, Nebraska 
R. L. HERRICK M. H. HERRICK usiness 
expands with 
HERRICK FEED COMPANY, INC 
They are profitable 
WHOLESALE ADTKE ORTSCH 
BROS. CO. 
Grain and Feeds Shipper Earamisna 1894 
PRINTERS 
HARVARD, ILLINOIS LITHOGRAPHERS 
PHONES 135 AND 118 enn 
344-346 MILWAUKEE STREET 
Excellent service, highly reliable; os 1076 MILWAUKEE 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg. 
Lamar, Colo. St. Louis, Mo. 


| 
| 
| 
= | 
| | 
| 
= Office 315 Corn Exchange ~\, 


M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK — ALFALFA MEAL 
MIXED CARS — TON LOTS 


Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


STERLING DAIRY FEEDS 


32% Protein 20% Protein 
For the dairyman who For the dairyman who 
raises considerable corn, raises small crops of 
oats and barley. feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
onrequest. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 


New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


RATES 
2.50 
3.50 
4.00 


CLINTON CORN GLUTEN and 
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WELCOME 


to the 


FOURTH ANNUAL 
CONVENTION 


of the 
CENTRAL RETAIL FEED 
ASSOCIA TION 
June 4-5 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Brokers for Operating Elevators at 
MILWAUKEE—CHICAGO 
DEPOT HARBOR, ONT. 


CORN OIL CAKE MEAL 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


FEED STORES WANTED 
Wanted to rent or willing to finance retail feed 
stores in Wisconsin. All replies strictly confiden- 
tial. Write T. F.,.c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


POSITION WANTED 


Young man 33 years of age desires position 
with a reliable feed manufacturer in the sales or 
purchasing department. Have had 11 years ex- 
perience in the feed business, five years calling 
upon wholesale and retail trade, last six years 
occupied as buyer and manager of grain and 
feed department of a corporation doing a job- 
bing, wholesale and retail business. Will furnish 
excellent references and be free about July 1. 
Write JF-2, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


NEW ENGLAND FEED BUSINESS FOR SALE 


One of the best retail stores in Western New 
England. Two story mi!] with railroad siding. 
Milling-in-transit privileges. Electric power at- 
trition mill and Eureka Mixer. Annual business 
now over $100,000 with broad possibilities of 
development by aggressive salesman. Reason 
for selling—Owing to other business, cannot give 

roper attention. Liberal terms can be arranged 

y responsible party. Principals only, no brokers. 
Address LYNNE P. TOWNSEND, secretary, 
New England Retail Grain Dealers Association, 
Springfield, Mass. 


COMPETENT MAN WANTED 


Competent man wanted to assist in purchasing 
raw materials and figure formula costs by prom- 
inent feed manufacturer. Will consider only 
those who give best references. Write MV-I, 
c/o THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


FARMERS ELEVATOR, Arlington, 
S. D., has installed a feed mill. 


S.T.Edwards &Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-lb. paper-lined bags 


110 N. Franklin St. CHICAGO 


MACX FEED CO., Clinton, Ia., has 
opened a new feed store in Tama, Ia., 
and has placed Ed. Kolcoin in charge. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


E. J. KOPPELKAM 


GRAIN FUTURES 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 


Member Chamber of Commerce 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screenings 
‘onseed Meal 5 
Oyster Shells Powdered Skim Milk 
Dried Butter Milk Bone Meal 

Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bldg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


MINNEAPOLIS, MINN. 


CEREAL 


GRADING CO. 


FOR 
CORN OR OATS 
QUALITY and SERVICE 


MINNEAPOLIS 
SPECIALIZE IN Western Terminal Elevator Company 
Sioux City, Iowa 
GOOD 
CORN and OATS 
LINSEED MEAL 
CARLOTS 
WISCONSIN TRADE 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Prices Right—Service Prompt 
TRY US. 


Waukesha Ground Screenings 


For the particular Molasses Feed Manufacturer 
Guaranteed 20 per cent Protein; Last Analysis 23 per cent Protein, 6 fat 


SEND FOR SAMPLE 
C. E. DINGWALL CO., Milwaukee, Wisconsin 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 510 Mitchell Bldg. 


ESTABLISHED FOR OVER THIRTY YEARS Milwaukee, Wis. 


Established 1884 Members of Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
, Beet Pulp--Oil Meal--Poultry Feeds--Molasses Flax Screenings, Etc. 
‘Ss 


KET PRINCESS” N[OLASSESS 
Send for 


MOLASSES DAIRY FEED Buyers and Sellers Barrels 
Prices to 


MANEY BROTHERS MILL & ELEVATOR CO., Minn. 


INSTITUTIONAL 


24% 
SWEET DAIRY FEED 
THE BEST BUY ON THE MARKET 


NEWTON FEED COMPANY 


Office and Mill, Milwaukee, Wis. Eastern Office, Boston. Mass. 
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ADVERTISERS’ INDEX 


Page 

Ansio American Mill Co... .... 18 
Car Movet Go... 45 
Arcady Farms Milling Co................. 
Just a wonderful feed for little pigs. 
a ~ y.-qgheeeeeeeeeneetonaeeee = Makes a rich slop. Low in fibre, only 
Brooks Milling Co..............--..------ 8 1 j i 
Buerger Ge. 50 33%. Just what As needed for little 
Capital Flour Mills, Inc...............-+. 48 pigs before their digestive organs be- 
50 come sufficiently developed to handle 
Classified Advertisements. ................ 50 
Collis Products coarser feeds. 

onsolidate roducts MINNEAPOLIS 

Denver Alfalfa Milling & Products Co..... 48 AMES-BURNS CO., Jamestown—exclusive New York distributors. 
52 JOHN FITZGERALD, Janesville—special Wi in representative. 
B. J. GIBSON, Danville, 11l.—special Illinois and Kentucky representative. 


Donahue-Stratton Co 
S. T. Edwards & Co 
Excelsior Milling Co 


Grain Dealers Nat. Mutual Fire Ins. Co... 48 When you handle 


40 

Herrick Feed 48 9 

Tankage and Bone Meal 

International Agricultural Corp............ 5 you are handling the best the 

International Sugar Feed Co.............. 36 

A. E. Jacobson Machine Works, Inc....... 46 cost you one cent more th an : MEAT SCRAPS E ee 

La Budde Feed & 49 PROTEM 

24 

Maney Bros. Mill & Elevator Co.......... 50 

Molceccher Milling (Co... 42 LaBUDDE FEED & GRAIN CO. Milwaukee 

Minneapolis Milling Co................... : 

Munson Mill Machinery Co............... 38 = 

National Oil Products 12 

Nebraska Consolidated Mills Co........... 50 

49 


New Richmond Roller Mills Co........... 38 
Newton Feed Co 


2 
j. P. Pa 


Penick & Ford, Inc.. 28 15% Protein 

Oe 16 Your Trade Can Feed Ardanco as is : 

prout, Waldron Oo ] F d 
creenings Oil Fee 
Adapted for Feed Manufacturers and Mixers 
Western Terminal Elevator Co............ 50 
y Write for samples and full particulars about 

these two feeds. We are shippers of RED 

J DURUM ~ CoRN OATS BARLEY — BUCK- 
oie Memphis, visited Milwaukee June WHEAT and other grain for poultry feed. 


Elevator capacity 2,500,000 bushels. It will 
pay you to get our quotations regularly. 


FAIRFAX MILLING CO., Fairfax, 
Minn., has installed a feed grinder and 


bleaching machine ARCHER-DANIELS-MIDLAND CO. 


GET MY PRICES—SAVE MONEY GRAIN DEPARTMENT 
A. L. STANCHFIELD MINNEAPOLIS :—: MINNESOTA 
FL 


OUR, MILLFEED 


OILMEAL, ETC. Wire or Write for Our Quotations if you are not receiving 
502 Corn Exchange Bldg. them regularly. 
MINNEAPOLIS, MINN. 
‘“‘Stand by Stan’’ 
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Che feed Bag 


Vol. 5. No. 6. JUNE, 1929 


FRANKE GRAIN CO. 


DISTRIBUTORS 


DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, Julv, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


REGISTERED 


Codliver Oil 
in Powder 
Form 


(Patented) 
S 


Easier to mix in 
your mash. 


Feed Manufacturers 
have been using Col- 
liverol successfully 
for several years. It 
has been tested and 
approved by agricul- 
tural authorities. 
Vitamine ‘‘D’’ con- 
tent guaranteed. 


Write for sample and 
full particulars. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 


MINNEAPOLIS 
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BRAND 


SCRAP 


= PROTEIN 5SO% 


= FIORE = 
100 LBS. NET 


E.W.BOHNSACK CO. 
= PLYMOUTH, WIS. 


=> 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 


Deutsch & Sickert 


Company 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


THE FEED BAG—JUNE, 1929 


Use the Phone—Call 
BROADWAY 
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that attractive 
Keystone sack— 


W hat’s in it?” 


Thousands of new users have 
learned the answer to this 
question this year. They 


True Value have learned that there's 
GROWING MASH True Value” in those sacks. 


WITH BUTTERMILK 


They know the name 
describes the feed. They 
prove that they are satisfied 
by returning, again and 


LBS. 


LADISH MILLING CO. again for True Value Feeds. 
MILWAUKEE, WIS. 


Are you taking advantage 
of the increased sales and the 
True Value Dealer Service? 


Not only do True Value Feeds win a permanent place with 


feeders but dealers learn how to sell them the “True Value 
Way”. 


MANUFACTURED AND GUARANTEED BY 


Ladish Co. 


MILWAUKEE WISCONSIN 
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Kinc Mipas Mitt Co. 


MINNEAPOLIS, MINNESOTA Today 


ew You Can Sell 


with Confidence 


INGREDIENTS 
AL GROUND 


ANALYSIS 


Quicker Turnover Will 
Reduce Your Investment 
and Increase Your Profits. 


MC 


Steady repeat business from all who be- 
come familiar with King Midas flour is not a 
lucky accident. It is due to the quality of the 
wheat used and the care in milling; and repeat 
business naturally follows the good results ob- 
tained by using King Midas. 


King Midas feeds are similarly made to 
produce results. You can sell them with con- 
fidence that your feeder-customer will be satis- 
fied to the extent that he will come back 
for more. 


Kinc Mipas FEEpDS 


Order a 
MIXED 
CAR 
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GENERAL OFFICES 
MINNEAPOLIS, MINNESOTA 
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